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| : Central Life Insurance Company 
. oF ie “Wily M4 Liberal General prc Contracts offered 


\\ 
ON 4 gi Sielee. To High Class Salesmen and Organizers 
x a sone Who are prepared to capitalize 

its enya Sales Service, including: 


Profit Sharing Banker’s P. Circularizing Campaign 
Penattoal Sales Course 


which attracts and equips new representatives, 





Participating and Non-Participating Policies, 
Child’s en from date of birth, Mortgage Coverage, 
Non-Medical, Preferred Risk Policies. 





Dividend factors, mortality 1924-26, 34%. Ratio, assets to liabilities, 1.11%, interest earned on mean 
invested funds, 6.03%. 





Operating in twenty-two states with excellent General Agency openings in 
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Carbon Monoxide Dangers/ 


OW is the time, with the approach of 

cold weather, for Underwriters to 
spread the WARNINGS in regard to the 
fatal dangers from Carbon Monoxide Gas. 


Even in warm weather this gas 
gets in its deadly work. 


-- A Worcester (Mass.) dispatch, of August 6, tells of a young 
man overcome while repairing his automobile with the engine 
running. This was in an open yard, the victim inhaling in close 
proximity to the exhaust, with no breeze stirring to dissipate it, 
and no odor to warn of the deadly gas which acts so quickly and 
so imperceptibly. Had this happened in a garage with closed 
doors, death would have been almost certain. 


682 deaths from Carbon Monoxide Gas poisoning 


were reported in newspaper accounts kept by the John Hancock 
Company within the twelve months’ period from July 1926 to 
July 1927. 








Gas heaters also cause trouble. 


«» Just recently a Norwalk (Conn.) dentist was overcome by 
Carbon Monoxide Gas generated by a gas heater in a bathroom. 
Gas companies now installing gas heaters for domestic use insist 
upon funnels to carry off the gas fumes. 














People should be informed 
on these points. 





ep - yy whole subject is treated 
Very busy, Walt: . aed Lenekien oad by this 
“No, Joe, I'm headed for the movies—no prospects to call on.” Company entitled “Carbon _ 
Monoxide Gas.” Write In- Lire INSURANCE COMPANY 
“That's strange, I’ve got more than I can see today. The quiry Bureau, enclosing 2c. op Genre, Chennanesente 
Reliance Life prospect finding service keeps me hustling collect- postage. 
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Known 
for its Co-operation 


The This Company has not only talk- 
ed Co-operation, but given it so 
much, that it now has the repu- 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 





Compan 
aid tation for being one of the) 
leading ‘‘Co-operating’”’ 
oJ Companies. 


Interested? 
Write for openings! 


Des Moines Life 


Co-operation 


& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, IOWA 
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All policy contracts have been re- 
vised as to rates and values. 


Non-Participating plans become 
Participating at the end of 
twenty years. 


Now offering Participating as well 
as Non-Participating contracts, 

Juveniles from thirty days to six- 
teen years. 


Writing Sub-standard and issuing 
Double Indemnity and Disability. 


Available territory for men of 
character and ability. Address 











Vice-President and Manager of Agencies 




















The eyes of Atlantic Life’s field 
representatives are turned 
toward the inspiring towers 
of the 


Chateau Frontenac, Quebec 


where the Annual Convention of 


Atlantic Aces 
will be held in 
September, 1928 





New Atlantic representatives 
can qualify for this wonderful 
trip on very favorable condi- 
tions. Are you interested? 





Attractive Agency Openings | 


ATLANTIC LIFE INSURANCE CO. 


Richmond, Virginia 























HITS THREE-QUARTER 
BILLION MARK 














The Bankers Life Company total of 
legal reserve life insurance in force 
on June 30, 1927, was $766,000,000. 


This is a gain of $50,000,000 for the 
first six months of the year. 


The total as of June 30, 1927, is 
nearly four times as great as the 
total at the end of 1918. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
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FALL IN LINE 
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ITH an ALL MILLION DOLLAR YEAR AND 
BETTER group of men who are successful and finan- 
cially happy. 


This “HUMAN MACHINE” of SUPER-DELUXE life 
underwriters is now being increased from a Two Million a 
month production to a Ten Million per month production, in a 
nation-wide Bequest Campaign requiring SUPERIOR life 
underwriters, between the ages of twenty-five and forty-five, 
men who are now successful, but with ambition and capacity 
for greater success. 


This program demands men who possess tact and diplomacy, 
character and ability plus a SUPERIOR KNOWLEDGE in 
life underwriting and only those WHO LOOK THE PART. 


To such unusual men this unusual connection offers a guaran- 
teed salary of $6,000 per year and a bonus plus an opportunity 
to advance yourself to a “no-limit” income. You will be guar- 
anteed from ten to twenty interviews per day, plus a program 
that will close 80% of your interviews. 











If you have the ability to recognize a truly SUPERIOR CON- 
NECTION as well as a permanent one covering the United 
States, then mail us a photograph of yourself and ask for an 
application which will be both carefully and confidentially con- 
sidered. Then if you qualify, 


FALL IN LINE WITH THE “BIG PARADE” 


Address your communication setting out all of your 
qualifications to Fred Bailey, President, 


“THE BAILEY SYSTEM,” Inc. 


General Offices, 11 South La Salle St. Phone State 7761 


CHICAGO, ILLINOIS 
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COMPANIES ALARMED 
AT LICENSE PROCEDURE 


Declare That Course Adopted by 
Pennsylvania Commissioner 
Is Drastic 


OTHER STATES MAY ACT 


Talk of Reciprocal Laws Being Invoked 
Against Keystone State Corporations 
Is Now Heard 


NEW YORK, Nov. 
companies as a rule believe in qualifi- 
cation laws that are stringent enough to 
keep out of the business those that are 
unfit. There is a difference in opinion 


23.—Insurance 


as to how far a state should go in set- 
ting up standards for agency licenses. 
The matter of appointment of agents is 
up to the companies and they are rather 
jealous of this prerogative. The radical 
stand taken by Insurance Commissioner 
M. H. Taggart of Pennsylvania will un- 
doubtedly draw fire not only from the 
companies but from some state depart- 
ments. Commissioner Taggart insists on 
an examination of applicants, they to go 
to stated points in the state at appointed 
times and take the examination. He de- 
clares that the commissioner is respon- 
sible for people that he licenses. In tak- 
ing his oath he promises to discharge 
every duty conscientiously. 


Tageart’s Reason for Course 


At the meeting of the National Con- 
vention of Insurance Commissioners in 
Cincinnati, Colonel Taggart declared 
that he could not personally know these 
applicants and hence he must satisfy 
himself through other means as to their 
eligibility. He said that he would re- 
quire an applicant to furnish letters of 
recommendations from his own commu- 
nity from responsible people as to his 
character and reputation. In order to 
establish his qualifications to write in- 
surance he said it would be necessary 
to have an examination as to his knowl- 
edge of insurance. 

Examination Is Required 


Col. Taggart is requiring agents who 
have been in business for a number of 
vears to take an examination if they 
contract to represent another company. 
For instance, a new casualty company 


entering Pennsylvania has no agents. 
It begins to appoint agents, but the 
Pennsylvania department will not li- 


cense them until they have taken an ex- 
amination even if they have represented 
another casualty company in the past 
satisfactorily. In order to take these 
examinations, the applicants must wait 
until the time is appointed for them and 
then go to some city for the test. The 
companies claim that this is entirely out 
of order and some of them have ap- 
pealed to their state insurance depart- 
ments for redress. It is understood that 
one or two of the important states may 
in the near future apply the reciprocal 
(CONTINUED ON PAGE 33) 
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STATE CAN’T TAX INCOME 
FROM GOVERNMENT BONDS 


NORTHWESTERN MUTUAL WINS 


United States Supreme Court Decides 
for Company in Litigation with 
State of Wisconsin 


WASHINGTON, Nov. 23.—8he 
Northwestern Mutual Life won its suits 
against the state of Wisconsin on taxes, 
when the United States Supreme Court 
rendered a decision Monday, stating that 
the state of Wisconsin was prohibited 
from imposing license fees on insurance 
companies based on their gross income 
when a part of such income was received 
as interest from liberty bonds or other 
tax-exempt federal bonds. According 
to George Lines, general counsel for 
the company, the decision means a re- 


turn to the company of $200,000 paid | 


to the state in license fees under pro- 
test. 
Covered Long Period 

W. Stanley Smith, Wisconsin insur- 
ance commissioner, in 1923 ordered the 
Northwestern Mutual to pay taxes on 
income from Liberty bonds which it 
held, declaring that such income from in- 
terest was taxable as well as other gross 
income. The company had to go back 
to 1918 and compile its gross income, in- 
cluding the interest from the Liberty 
bonds, on that basis. The Wisconsin 
insurance laws at that time stated that 
domestic companies in Wisconsin had to 
pay a license tax equal to 3 percent of 
the gross income from all sources ex- 
cept premiums, but they were exempt 
from state income tax, personal prop- 
erty tax and local taxes 

The Northwestern Mutual Life paid 
the fees under protest and started liti- 
gation in Circuit Court of Dane county, 
where Madison is located, to recover the 
fees. The company was overruled and 


of agencies in 

| group departments. 

‘ » 
Reber 


| 


it made an appeal to the state Supreme | 


MADE. VICE-PRESIDENTS OF TRAVELERS | 





H. H. ARMSTRONG 


NEW VICE-PRESIDENTS 
NAMED FOR TRAVELERS | 


ARMSTRONG, GIDDINGS GO UP | 


Manage- 
ment Circles—Hoover and Kuehner 


Both Prominent in Agency 


Superintendents of Agencies 


H. H. Armstrong and Maj. Howard 
A. Giddings, who have been acting as 
agency superintendents of the Travelers, 


have been made vice-presidents of the | 
company, as has R. J. Sullivan, who | 
has been manager of the compensation | 


and liability department of the Travelers 
and vice-president of the Travelers In- 
demnity . Walter A. Mallery has been 
made agency secretary. This position 
is new. Jesse W. Randall succeeds Mr. 
Sullivan. 

J. O. Hoover 
ner have been 


Gordon V. Kueh- 
made superintendents 
the life, accident and 
S. S. May and J. S. | 
have been made assistant super- 
intendents, and Charles S. Dixon, Jr., 
J. E. McNeal and Glenn H. Knigge 
agency assistants. 

Mr. Armstrong and Major Giddings 
are both especially well known as agency 
directors. Mr. Armstrong has been par- 
ticularly active both in the Association 
of Life Agency Officers and the Life 
Insurance Research Bureau, serving as | 
chairman of the former organization the 
past year. He was appointed superin- 
tendent of agencies in April, 1924, on 
the retirment of S. R. McBurney, having 
served as assistant superintendent since 
1911 He was called from the Indiana 
field to the home office in 1908 as agency 


and 


assistant 


Court, which upheld the decision of the 
Circuit Court. 

Then an appeal was carried to the 

(CONTINUED ON NEXT PAGE) | 





GIDDINGS 


MAJ. H. A. 


| himself and 
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INSTALLMENT BUYING 
IS CALLED STABILIZER 


Edwin Seligman, Economist, Ad- 
dresses Bankers, Manufactur- 
ers and Underwriters 


FINANCE PLANS ANALYZED 


| Automotive Industry Alone Is Credited 


With Being Force for Progress 
in Life of Nation 


NEW YORK, Nov. 23.—Installment 


buying, so far from proving the menace 


| to the industrial well-being of the coun- 


try, as so many publicists assert and 
some of our bankers believe, is respon- 
production, stabi- 


costs 


sible for “increased 


lized output, reduced production 


and increased purchasing power,” such 


| being the conclusions reached by Edwin 


R. A. Seligman, professor of political 
economy of Columbia University, as the 
result of a 15-month study conducted by 
some 20 competent associ- 
ates into the general subject of credit 
extensions. The high points he stated 
in an address before 500 prominent 
bankers, economists, manufacturers and 


underwriters at a gathering held here 
last Thursday evening. 

The meeting was arranged by the 
General Motors Corporation, J. J. Ras- 


cob, chairman of its finance committee, 
acting as master of ceremonies. In in- 
troducing the speaker of the evening Mr. 
Rascob noted the remarkable develop- 
ment of the automotive industry in the 
United States, declaring that “it can be 
credited largely if not wholly with the 
prosperity our country and its people 
the state- 


are enjoying.” Amplifying 
ment, he asserted that the retail value 
of automobiles, trucks and parts pro- 


duced in 1926 is estimated at $6,000,000,- 


000. If to this there were added the 
cost of building and maintaining ga- 
rages, and of road construction and 


maintenance, an additional $4,000,000,000 
has been expended. 


Industry Empleys 3,350,000 


Three and a third million persons, he 
stated, are directly employed in the au- 
tomotive industry, with an added 400,- 
000 indirectly employed. Without the 
deve'opment of the credit system, in- 
stead of there being 25,000,000 cars in 
use in this country and Canada, he de- 
clared, there would not likely be 10,000,- 
000. Continuing, he said that the 1927 
output of and trucks here and 
the northern border will be not 
less than 3,500,000, predicting further 
that in 1928 the output will be close to 
5,000,000 machines. 


cars 


across 


Automobile Sales Plane Covered 


Professor Seligman, after noting that 
the principle of partial payments is by 
no means a modern practice, referred to 
the matter of automobile installment 
sales with which his audience was par- 
ticularly interested, as follows: 

“The usual estimates of 75 to 80 per- 
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cent as the proportion of automobiles 
sold on installments are wrong. Actual 
compilation of figures provided by thou- 
sands of dealers accounting for hun- 
dreds of thousands of sales in all price 
classes show that a little less than 60 
percent represents the true proportion 
of automobiles sold on installment. 


Risks Fewer Than Believed 


“There are no greater risks attending 
consumers’ credits than producers’ cred- 
its if properly administered; and they 
are in fact more liquid. 

“Frozen credits are not a concomitant 
of installment selling. The theory that 
a business depression would be consid- 
erably aggravated by outstanding con- 
sumers’ credits is not confirmed by in- 
vestigation. An elaborate study of the 
situation in a period of almost complete 
depression caused by the coal strike in 
eastern Pennsylvania a few years ago 
showed that there was even an advan- 
tage in installment credit over general 
bank credit. It showed that it is pre- 
cisely in bad times that bankers are 
compelled to continue to extend credits 
of doubtful soundness, whereas in in- 
stallment credit the volume of outstand- 
ing paper diminishes constantly. 


“Recourse” Principle Best 


“Protracted investigations showed 
that the losses connected with install- 
ment paper are very small; that in the 
proper administration of the system the 
finance company should be a dispenser 
of credit and not a seller of automo- 
biles, which lends force to the principle, 
and brought forth the conclusion, that 
the only legitimate system is the ‘re- 
course’ one, that in which the seller ac- 
cepts responsibility for the credit. 

“Installment selling has increased 
production, stabilized output, reduced 
production costs and increased purchas- 


ing power. There is no fixed satura- 
tion point in progressive society; no 
limits to the growth of demand. If the 


possibilities of output are boundless, the 
possibilities of consumption are still 
more so. 


Installment 


“The installment plan induces the 
consumer to look ahead with greater 
care and to plan his economic program 
with a higher degree of intelligence. It 
not only tends to strengthen the mo- 
t'ves which induce an individual to pay, 
but also influences his capacity to do so. 

“Installment credit is beginning to do 
for the consumer what the gradual de- 
velopment of the commercial banking 
system has done for the producer. If 
the credit is restricted to the proper 
commodities, under proper management, 
it will gradually throw off its abuses and 
will stand forth as one of the most sig- 
nal contributions of the twentieth cen- 
tury to the potential creation of national 
wealth and national welfare.” 


Plan Induces Care 


NORTHWESTERN MUTUAL 


WINS TAX LITIGATION 

(CONT'D FROM PRECEDING PAGE) 
United States Supreme Court, where the 
company held that the taxing of federal 
bonds might result in the federal gov- 
ernment being limited in its borowing 
power. 

The Wisconsin Supreme Court, in its 
decision, said that the tax is a license 
tax and the license can be measured by 
any “measuring stick” that it fits to 
elect. 


Now Has 142 Members 
The Missouri State Life, which has 
been admitted to membership in the 
American Life Convention, headquarters 
Shell Building, St. Louis, Mo., brought 
the number of companies in that or- 
ganization to 142, the largest in its 


history. The companies that are now 
members of the American Life Con- 
vention have about $20,000,000,000 of 


insurance in force, admitted assets of 
about $2,250,000,000 and hold in reserves 
for policyholders $2,000,000,000, 








BUSINESS TENDENCIES 
OF TODAY APPLAUDED 


DAVID F. HOUSTON SPEAKS 


President of Mutual Life of New York 
Addresses Organization of Home 
Office Employes 


NEW YORK, Nov. 23.—Past accom- 
plishments and present trends in Ameri- 
can business life formed the general 
subject of a recent address by President 
David F. Houston of the Mutual Life 
of New York to members of the Mutual 
Life Association, an organization of 
home office employes of the company. 
After outlining the great development 
in the industrial and economic life of 
the country during the past half cen- 
tury, he cited the marked change that 
has been introduced within a recent pe- 
riod, and of the optimistic spirit that 
actuates the average business man of 
today. 
vidual plays in the modern world of 
affairs and the increased opportunities 
thus afforded. 

He made strong reference to the gov- 
ernment, stating that he believes the 
government improves from year to year, 
and that it is better in these times than 
in past years. The government has en- 
dured for 130 years, and has proved its 
soundness. Each time in human history 
produces its great minds and men when 
needed, he said, but the usual thought 
is to believe that all the great are dead. 

Great Minds Numerous Today 


He deplored the tendency to belittle 
the present. Men of the past always 
felt their time deficient in producing 
great minds, but each generation looks 
back to the great of the generation pre- 
ceding. He stated that we have great 
minds now, and that in his opinion the 
government in a broad sense should 
have much of the credit for America’s 
business growth and betterment. He 
stated that in his opinion our Congress 
is a body of men of integrity and of 
first-rate minds. 

America, he averred, is sometimes 
called “materialistic.” He did not deny 
that we have material things, and stated 
that he himself did not scorn the mate- 
rial things. Material things are results 
of right thought and action; of practical 
idealism and helps to such idealism. He 
had never noticed, he said, that great 
deeds of generosity or high living came 
spontaneously from people struggling in 
poverty. America stands preeminent in 
business; she is material because ideal- 
istic, and is generous. She helps her 
own unfailingly, and always extends 
help across the seas. Materialistic she 
is, perhaps, yet idealistic — material 
wealth the result of idealism and its 
strength. But, he added, we must not 
forget to be thankful, and always: vigil- 
ant. 

Optimistic Note Sounded 

President Houston sounded no note 
of pessimism. He is optimistic about 
America. He does feel, he stated, that 
in order to preserve American ideals the 
country should hold to the present policy 
of restricted entry from other countries. 
We must look to proper assimilation of 
those of alien stock and alien thought. 
It is not, he said, a question of Ameri- 
can superiority over other races, but of 
differences in thought. He believes that 
we should keep up the bars of immi- 
gration for the protection of American- 
ism. 

The future of the individual in busi- 
ness was never better than it is now, he 
said. Business is run by individuals, and 
expanding business widens opportunity. 
The individual who would succeed must 
from now on be more than ever a per- 
son of fine character and integrity. The 
demand of tomorrow will be for a broad 
education along the individual’s particu- 
lar line of work, industry, steadiness 
and loyalty. He pointed out the basic 


ASK FOR REMOVAL OF 


He stressed the part the indi- | 





AVIATION RESTRICTIONS 
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FEDERAL ACTION IS URGED 


Milwaukee Men Ask Commerce Depart- 
ment to Make Survey of Insurance 
Aeronautics Question 


MILWAUKEE, Nov. 23.—Federal 
government action toward encouraging 
life and accident companies to remove 
penalties imposed in some policies in 
the event that the insured is injured or 
killed in an aviation accident will be 
urged by the air service committee of 
the Milwaukee Association of Com- 
merce, in a petition to William P. Mc- 
Cracken, assistant secretary of com- 
merce in charge of aeronautics. He will 
be asked to form a commission to sur- 
vey the insurance-aeronautics question 
and make it a concern of the national 
aeronautical conference to be held the 
week of Dec. 5 in Washington. Stuart 
F. Auer, prominent insurance man in 
Milwaukee, is a member of the commit- 
tee to draw up the resolution. 

Wheeler P. Bloodgood of Milwaukee, 
civilian aide to the secretary of war, said 
that he found that a young man with de- 
pendents sometimes hesitates to enter the 
reserve flying corps of the army and 
navy because of concern as to the effect 
it would have on his insurance. 


How Insurance Is Affected 


It was asserted that life insurance is 
not affected, except that it is difficult to 
get a new policy without its affecting 
the benefits during the first year or more, 
and that aviators and those who use air 
transportation have difficulty in getting 
accident insurance. Mr. Auer brought 
out the point that state industrial insur- 
ance assessments for injuries or death 
sustained by flying are prohibitive and 
that this deters companies from sending 
salesmen out by airplane and from using 
air transportation. 

The resolution which the committee 
will draft will point out that casualties 
due to flying are proportionately small, 
especially on approved air lines with 
adequate equipment and competent 
pilots, and that insurance restrictions are 
not justified and are a hampering influ- 
ence to the development of aviation. 


morality of loyalty in individual and 
business life. The individual who has 
the desire for success in life has a clear 
road before him, not necessarily easy, 
but certainly known and well defined. 

President Houston said that tomor- 
row will look back on our today as a 
crude time. Probably nobody could 
foresee what the developments of to- 
morrow will be. He declared those 
fortunate who are living now and pres- 
ent to see the upward moving of busi- 
ness and individual life. 


Plan West Virginia Tax Increase 

CHARLESTON, W. VA., Nov. 23. 
—The legislative committee on Monday 
voted finally to raise the $5,000,000 fund 
for the completion of the state capitol 
by taxing during the next five years 
all corporations, including all insurance 
companies, 1 percent on net income. 
The time for calling the extra session 
awaits conference by mail with as- 
sembly members. 


Extra Time Is Granted 


Appreciating the burden placed on 
residents in the flooded sections of Ver- 
mont, New Hampshire and Massachu- 
setts, the Mutual Life of New York an- 
nounces its willingness to grant an ex- 
tra 30 days grace in the payment of 
premiums or for interest upon policy 
loans. The company further asks that 
its representatives in the stricken areas 
render all possible aid to sufferers. 
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APPLY BASIC PRINCIPLES 
WHEN IN DOUBT ON LAW 








ROBERTSON CHICAGO SPEAKER 


General Counsel of Monarch Acci- 
dent and Monarch Life Addresses 
Claim Assn. on Legal Problems 


Speaking on “Basic Ideas on Insur- 
ance Laws,” Egbert Robertson, general 
counsel of the Monarch Accident and 
Monarch Life of Springfield, Mass., in 
an address before the Chicago Claim 
Association at its meeting last week, 
urged that in cases where there is doubt 
as to the law which is applicable, the 
claim man should endeavor to apply the 
general principles of insurance law, to 
see within what category the case falls, 
rather than look for some specific case 
which will afford an exact parallel to 
the one in hand. 


What Contract Includes 


He outlined the basic principles of 
insurance law in general, stating that 
while it comes under the general class 
of the law of contracts, an insurance 
contract differs from all others because 
it contains the element of contingency, 
and necessarily has an “if” in it. He 
pointed out that the contract includes 
not only the application, the policy and 
the medical examination, if any, but 
also the laws of the state in which the 
contract is made, as it is subject to the 
lim:tatious of those laws, and the statute 
under which the company is organized, 
as it can make a valid contract only to 
the extent of its statutory powers. Re- 
ferring to the standard provisions for 
health and accident, now required in 
many states, he said that they were 
a part of the contract, not by force of 
law, but because the parties to the con- 
tract agreed to their inclusion, even 
though the law provided that they 
should be included if any contracts were 


made. 
Courts Favor Insured 


In regard to the interpretation of the 
contract, he said that the main thing 
to consider is: What did the parties 
intend to do? Whenever there is any 
question, the court holds in favor of 
the person who does not draw the con- 
tract, in this case the insured. He said 
that judges are, of course, only human 
and circumstances that would influence 
a jury are likely in some degree to in- 
fluence a judge as well. He declared 
that there was no reason in law for con- 
struing the standard provisions to the 
benefit of the insured, as that part of 
the contract is not prepared by the com- 
pany, but that the tendency of the courts 
is in that direction. 


Extreme Interpretations Cited 


In connection with the tendency of 
the courts to favor the insured, even to 
the extent of an extreme interpretation 
of the policy provisions, he cited the 
suicide decisions which hold that it is 
not suicide when a man kills himseli 
while insane; the Illinois case in which 
typhoid fever was held to be an acci- 
dent, and another Illinois case involv- 
ing a policy which provided that the 
company would not be liable in case 
death results wholly or partly, directly 
or indirectly, from gas or vapor. In 
this case the insured had gone to sleep 
in a hotel room, leaving a gas jet burn- 
ing. Someone turned off the gas from 
the entire building and then turned it 
on again and the flow of gas from the 
open jet caused the death of the in- 
sured. The court held that the exclu- 
sion would not apply because of the fact 
that the insured did not inhale the gas 
of kis own volition. 


Compile Indiana Laws 
The Indiana insurance department has 
compiled and published in book form the 
insurance laws of the state, including 
all amendments of 1927 with notes and 
annotations. Clarence C. Wysong, Indi- 
ana commissioner, is an attorney. 
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MUCH ATTENTION IS 
GIVEN PENSION PLANS 


Seen as Vital Development of 
Modern Industrial 
Society 


NOW LOOK TO INSURANCE 


Great Bulk of Schemes in Operation 
Are Without Actuarial 
Foundation 


Everywhere business leaders and 
economists are giving more recognition 
to the increasingly vital significance of 
modern industrial so- 
ciety, and there 


dication of its great social and industrial 


life insurance in 
nowhere is clearer in- 
influence upon national life than can be 
seen in its unique contributions toward 
a scientific solution of the old and per- 
the superannuated 

highly involved 


plexing problem of 
employe—i. e., the 
problem of the old man who has given 
the best vears of his life in faithfully 
serving his employer and has at last 
reached a point where, with his capacity 
for efficient service ended, it is better 
both for him and his employer that he 
retire and be replaced with a younger 
and more active man. Unfortunately, 
most old employes cannot possibly re- 
tire unless granted a pension or a re- 
tirement annuity by their employer. 


A Universal Problem 


The pension problem is_ universal, 
existing in all businesses from the 
smallest to the largest. Even though 


they maintain no_ definite pension 
scheme, all employers who carry super- 
annuated employes of long service on 
their payroll, usually in easy job¢ more 
or less created for them and at a salary 
far in excess of their economic worth, 
are paying pensions, whether they care 
to recognize the fact or not. 

The problem of retiring old and infirm 
employees is not a “poverty” problem. 
Nor is it a “welfare” or “charity” prob- 
lem, as many industrial leaders have 
pointed out, showing that it is first and 
lormost a “business” problem. In the 
modern industrial machine, one or two 
such inefficient employes can slow up 
the operation of a whole plant, the loss 
and waste being far greater than the sal- 
ary paid such employes in excess of their 
real productive value. Every day em- 
ployers recognize more clearly that 
economy demands some humane system 
of ridding the industrial machine en- 
tirely from the impeding effects of those 
who act only as a brake upon its wheels. 
The superannuated employe cannot be 
turned out into the street, unless his 
employer wishes to forfeit the loyalty 
of his working force and the good-will 
of the public. He must be provided for 
reasonably well in some manner or 


Growth of Pension Plans 


Partly because it willingly recognized 
its moral responsibilities and partly, no 


doubt, because it feared socialistic de- 
velopments if it failed to recognize them, 
\merican industry has tackled this 
problem and is progressing. At the 
present time about 500 concerns in 
this country have established pension 
schemes of one kind or another, the 
great majority being handled by the 


companies themselves, according to the 
National Industrial Conference Board. 
\mong these concerns are the Interna- 
tional Harvester, Westinghouse Air 
Brake, New York Railways, United 
States Steel, the Gorham Company, 
Pennsylvania Railroad, Western Elec- 
tric, National City Bank, Goodrich 
(CONTINUED ON PAGE 18) 





LIFE 


J. M. LAIRD ADDRESSES 
CONCORD ASSOCIATION 


SPEAKS OF RISK SELECTION 


Tells Agents They Can Greatly Aid the 
Company and Themselves by 
This Work 


J. M. Laird, vice-president of the | 
Connecticut General Life, addressed the 
Life Underwriters’ Association of Con- 
cord, N. H., last week on “The Selection 
of Risks as a Part of Salestnanship.” 





“As held men,” said Mr. Laird in | 
part, “you wish your company to oc- |} 
cupy a strong position in competition 


You know that a high rate of mortality 
means curtailment of benetits to policy- 


holders or increase in premiums. You |] 
realize too that the best risks are the | 
best clients for vou. They are thrifty 
and industrious and they increase their 
insurance from year to year 
Should Select Risks 

“The best way to build a high grade 

clientele is to begin at the source. First, | 





J. M. LAIRD | 
Vice-President Connecticut General | 
study your company’s general rules for | 
selection; second, study your prospect 
You cannot detect all impairments but | 
you can notice weight, you can ques- | 
tion about family history, the flying 
hazard, occupation hazards, and you 


should investigate the question of finan 


ces. If in doubt, send in a preliminary | 
inquiry to the home office If the case 
is likely to be rejected, forget it Base 
your sale to the others, standard or sub- | 


features for which | 
eligible, talking | 


where dis 


upon the 
they likely to be 
life insurance only 
ability or double 
would be granted 

“It is important to send in all the 
facts in advance In border line 
the agent who has a reputation for care- 
ful selection and for giving all informa- | 
tion in much more likely to 


receive a 


standard 


seem 


In Cases 


indemnity 


benefits 


not 


Cases 


advance is 
tavorable decision 


Standard Practice Uniform 


“On standard life insurance, there is 
little difficulty In recent 
companies have had a favorable mortal- 
ity, there has been a gradual liberaliz- | 
ing in the f risks, and prob- 
ably 95 percent of these cases would be 
handled alike by 


vears the 


' 
seiection of 


good companies 

“On substandard the practice is not 
quite so uniform. One company may 
rate up age, another charge a flat extra, 
and another may do both. Several com- 
panies rate up age for some impairments 
and charge extras for others. If you are 
comparing ratings, be sure you havej 
complete information on the premium, 
form of insurance and disability granted, 
and restrictions in the policy on such 


INSURANCE 


| office in San Juan, P. R., 


EDITION 


BIG INCREASE SHOWN BY 
BANKERS LIFE OF IOWA 


EXCELLENT OCTOBER RECORD 


Large Volume Written on Lives of Old 
Policyholders During Past 
Month 


Paid-for business of the Bankers Life 
of lowa for the first 10 months of this 
year is $22,146,992 greater than the 
paid-tor total for the first ten months 
of last year. The total for the first 10 
months of 1927 is $135,043,407, while the 
corresponding total for last year was 
$112,896,415 

Thirty-one percent of the Bankers 
Life October paid-for production, $14,- 
158,568, was written on the lives of pol 
icyholders. October was policyholders’ 
month, and during the month 1,177 pol 
icvholders made application for $4,459,- 
328 of additional protection in the Bank- 
ers Life 

The Elbert 
apolis led all 
in both policyholder 
volume on policyholders The Indian- 
apolis members 92 appli- 
cations tor $309,500 on policyholders 

The J. A. Reinhart agency of Wichita, 
Kan., among all the 
pany’s agencies Other group leaders 
for the month were G. F. Murrell 
Pittsburgh; F. T. Johnson, Milwaukee: 
’. Strong, Detroit; J. M. McClena 
Elgin, Ill.; L. Z. Davenport, Peo 

Cherry & Cherry, San Antonio; 
C. A. Reed, Los Angeles: E. F. Burke. 
Spokane 


agency of Indian 
company 


Storer 
agencies of the 
applications and 


agency wrote 





was second com- 


points 


as extended insurance and period 
for which insurance 
force. Ordinary life 
sued but with a 
surrendered in 10 or 15 


will be kept in 
have been is 
that it be 


years 


may 
provision 


“Try to deliver your own company’s 
policy instead of shopping around for 
a lower rating Your own company’s 
service and your own personal service 
through your own agency are worth 
more than the dollar or two in pre 
miums you might save your client 

Future of Non-Medical 

It is too early to predict the future 
| of non-medical insurance. It is safe to 
say, however, that its future rests with 
the agents. It is not intended to lower 
the standards of selection but to sub- 


the medical examination more 
inquiry by the agent. This is 


Stitute tor 


searching 


|} a dithcult task for the beginner and it is 


some of the older ones to 
additional responsibility 
however, are worthy of 


and if they 


difficult for 
appreciate the 
\ great many, 
this nhidence 
cure tor the companies as favorable a 
mortality on non-medical as is secured 
on lives medically examined, there will 
permanent place for non-medical 
in the business 
“What should the salesman do with 
the client who is an impaired risk? He 
hould present all the facts to his own 
and secure as much insurance 
be issued If additional 
insurance is desired, he can then submit 
it to other companies and it is 
entirely those which are 
likely to be favorable to that type 


new ¢ can sé 


be a 


company 
there as can 


good 
oO sele ct 
most 





| of impairment.’ 


Opening Porto Rico Office 


The Retail Credit Company is making 
arrangements for the opening of a branch 
the first of the 
year, to handle the special reports of its 
clients in Porto Rico. The manager of 
the new office has not yet been ap- 
pointed, but will be announced shortly 
This is the third office to be opened by 
the Retail Credit Company outside the 
United States, branches now being oper- 
ated in Havana and Honolulu. 





DECLINING INTEREST 
IS BELIEVED CERTAIN 


Many Authorities Anticipate Long 
Period Ahead of Reduced 
Income Rates 


SEE NO DIVIDEND CHANGE 


Say Companies Are So Intrenched With 
Long-Term Investments That They 
Will Not Be Affected 
YORK, Novy. 22 \ declining 
from all 


NEW 
interest issues of! 


the 


return new 


first-rate securities is apparently 
order of the day, according to the pre- 
vailing opinion in financial circles here. 
Money is cheap and “easy.” Many com- 


hazard the opinion 


petent authorities 
that we may be in for a long period of 
cheaper and cheaper money—a develop- 
ultimate 


the 


would be of great 
to the life 


country, which from year to year make 


ment that 


importance companies of 


wide-spread investments running into 
billions of dollars 
Reduced Interest Hates 


Income from newly purchased secur!- 
of all kinds has already been af- 


ties 
fected by the present “easy” money 
market. Manhattan real estate mort- 


gages, for instance, paid from 5.75 to 6 
percent until recently. Now they are 
bringing only from 5.25 to 5.5 percent. 
Similarly, the interest yield from high- 
class rails, municipals and government 
bonds has been dropping steadily, due 
to the keen competition of those seek- 
ing investment of surplus funds in such 
securities. One clear indication of the 
wav the wind is blowing can be seen 
in the action taken recently by a group 
of up-state bankers, who recommended 
that mutual savings banks in five coun- 
ties reduce their interest rates from 4 to 
3.5 percent. The investment income of 
these banks has been declining while 
operating costs, if not actually advanc- 
ing, are at least remaining quite as high 
as ever. While savings banks here in 
Manhattan are not expected to make 
any immediate reduction, it is intimated 
Brooklyn savings banks may soon 
unit in cutting interest rates 


that 


act as a 


from 4.5 to 4 percent 
Effect on Life Companies 
While not so immediately or materi- 


ally affected, life companies here are in 
much the same position as the savings 


banks However small the actual 
amount, the investment income of the 
companies is tending downward with- 


out anv compensations in the form of 
lowered acquisition or administrative 
costs. In fact, operating costs may tend 
to rise if money rates remain as they 
are or continue to decline over a long 
period, for cheap money means higher 
prices, including the “price” of labor 
If such a period of declining investment 
income and stationary or mounting ad- 
ministrative sufficiently pro- 
longed, sooner or later the present divi- 
dend scales of the companies will be 
materially affected. unless mortality ex- 
perience rapidly improves to a _ point 
beyond all expectation 


costs is 


Dividend Reductions Remote 


The present money situation, how- 
ever. is not likelv to be reflected in the 
dividends of the life companies for some 
time, according to a prominent life in- 
surance executive here. who points out 
that the great bulk of the companies’ 
funds will continue to yield a high re- 
turn, most of it having heen invested 
in long-term securities at the high inter- 
est rates prevailing during the past 
decade. For some years (or, more spe- 
cifically, until the day these securities 
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PATRICK HENRY 


stirred the hearts of his hearers by the irresisti- 
ble power of his oratory. But today, something 
besides beautiful language and personality is 
essential to selling of life insurance—‘“‘specifica- 
tions” must accompany and crystallize the theme 
of the spoken word. 


Clean-cut canvassing depends largely upon the con- 
cise and logical presentation of the salient provisions 
of the policy contract. There must be a complete 
“meeting of minds” between the salesman and the 
prospect if there is to be an effective sale—a sale 
where the coverage is designed to fit the individual 


needs, tersely explained, as well as fully understood. 


Personal Proposals as made by American Central 
fieldmen get instant attention. The Proposals are at- 
tractive in appearance, possessing a smooth continuity 
which epitomizes the policy contract quickly, truth- 
fully, and in a memorable manner. 


—— ar 


BIGGER POLICIES are a natural outcome of 
more intelligent selling, as achieved through ad- 
herence to the American Central Personal Pro- 
posal which clearly demonstrates the simplest 
way to acquire adequate life insurance protection. 


ESTAB\ SHEO ) 


AMERICAN CENTR, 

















mature or are called in), the high inter- 
est return from them will more than 
offset the lower yield obtained on new 
purchases in spite of the fact that new 
purchases quickly mount up. Some in- 
dication of the vast amounts invested 
each year by the life companies may 
be obtained from Vice-President Ecker’s 
statement that every day last year the 
Metropolitan Life made an average in- 
vestment of approximately $1,500,000. 


Permanence of Conditions 


When asked whether he thought pres- 
ent money conditions were likely to be 
of short or long duration, a financial 
executive of another large life company 
here declared he hesitated to prophesy 
even six months in advance but gave it 
as his opinion that by next year money 
might be even cheaper than it is now. 
After that anything might happen, he 
said, but went on to point out the 
chances against any marked tightening 
in the money market here for some 
years. From being a debtor nation, the 
United States has become the creditor 
of practically the entire world. In ever- 
increasing amounts, money continues to 
flow in upon us from our investments 
abroad. As we already have sufficient 
capital for our own domestic needs, that 
money must be reinvested abroad if it 
is not to enter into competition with 
domestic capital and thus bring down 
interest rates. Indeed, that competition 
has already begun and probably will in- 
crease. As Europe recovers from the 
effects of the war, she borrows less cap- 
ital from us and, furthermore, is again 
becoming a serious competitor in all the 
investment markets of the world. It 
seems a reasonable speculation, there- 
fore, that money rates here will not in- 
crease for some time unless there is an 
unexpected upset in the international 
situation. 

Investments Little Changed 


Although not new, having been in 
evidence for some time, the easy money 
market has and is still making one 
marked change in the investments of 
life companies, which have been buying 
fewer and fewer municipal and govern- 
ment bonds for several years. The aver- 
age price of these bonds, many of them 
tax-exempt, has increased to a point 
where their yield is below the averare 
4.5 percent minimum set by the com- 
panies. Good real estate mortgages are 
still eagerly sought and are holding up 
well, although average returns are 
slightly declining on property in this 
state, due in part perhaps to the fact 
that savings banks here are now allowed 
by law to invest up to 70 percent of 
their assets in mortgages as compared 
with 45 and 60 percent formerly. A 
recent report shows that many savings 
banks hold mortgages at or close to the 
70 percent limit. Both life companies 
and savings banks continue to be very 
chary about farm mortgages, which have 
been the cause of considerable concern 
since 1920 and never more so than now. 
Recent figures show that farm mort- 
gages represented 47 percent of all 
mortgages held by the life companies 
in 1923 whereas they now constitute 
less than 33 percent. 


Increased Utility Holdings 


During the past four years the invest- 
ments of the life companies in public 
utility securities has increased almost 
300 percent, according to a recent report. 
They have increased at the expense of 
all other types of investments legally 
allowed the companies. As explained by 
an officer of the large company, which 
first studied the field and first bought 
such securities in large amounts about 
seven years ago, the popularity of pub- 
lic utility issues is based on their high 
interest yield and the comparative ease 
with which they can be bought in large 
blocks. This, in turn, is the result of 
the fact that in bidding for and buying 
such issues the life companies do not 
have to compete with the savings banks, 
which are forbidden by law in this state 
to invest in the public utility field. 

Rails and Bank Acceptances 


Railway bonds are coming back into 
their own as the country’s prime securi- 





BALTIMORE COMPANY 
TO GO TO STOCK BASIS 


—_——_— 


MOVE OFFICIALLY SANCTIONED 





Mutual Life Directors and Policyhold- 
ers to Meet Jan. 5, 1928, to 
Approve Change 





BALTIMORE, Nov. 23.—Directors 
of the Mutual Life of Baltimore have 
voted unanimously to change the form 
of the corporate organization from a 
mutual to a stock company. A meeting 
of members and policyholders has been 
called for Jan. 5, 1928, to act on a reso- 
lution to that effect. It is understood 
that capitalization of the company is 
likely to be $500,000. 

The amount of insurance in force on 
Jan. 1, 1927, was $119,000,000, and near- 
ly $7,000,000 has been paid to policy- 
holders, it was stated. Assets on that 
date totaled $7,453,00, of which $729,- 
000 was surplus. The company has 
been in business since 1870. 


Stock to Sell at Par 


Paul M. Burnett, president of the 
company, said that the proposed capital 
will be subscribed and paid for in cash 
at par, and the stock issue, together 
with the surplus, will constitute a con- 
tingent reserve in addition to the legal 
reserve for the protection of policy- 
holders. This contingent reserve can- 
not be used for any other purpose un- 
der the law, he said. 

“This change will enable the com- 
pany to make certain reforms in the 
administration of its business,” Mr. 
Burnett said, “and permit the issuance 
of nonparticipating policies for persons 
desiring the greatest amount of protec- 
tion at leath for the smallest premium 
outlay. 

Commissioner Approves Change 


“The directors believe that this transi- 
tion will result in saving of cost of 
operation,” he said. “This change in 
the corporate form of the company has 
the approval of the insurance commis- 
sioner, and the conversion will take 
place according to the provisions of the 
law, under his direction and supervis- 
ion.” 








ties, according to company financial offi- 
cers, who call attention to the fact that 
a recent issue of the Mobile & Ohio, for 
which many companies subscribed heav- 
ily, has already advanced three points. 
Good railway securities, however, are 
always difficult to obtain, a large major- 
ity of the best in the country already 
residing in the vaults of the life com- 
panies. At the present time much use 
is being made of bankers’ acceptances, 
which were made legal investments for 
the companies last year. These accept- 
ances, which are the best paper in the 
money market, usually run from 30 to 
90 days and at the moment yield inter- 
est at a rate of 3% percent per annum. 
These notes are excellent short-term 
investments for surplus funds awaiting 
more permanent investment, paying a 
better rate than the average 2 percent 
being paid at the present time on de- 
posits left in the banks. 


Never Sell for Profit 


In the present money market the com- 
panies could realize a handsome profit 
if they cared to sell the high-yield first- 
rate securities purchased in recent years. 
While they do occasionally sell some 
securities for specific purposes, they are 
always disinclined to sell for a profit. 
If they did sell such securities they 
would have to reinvest their money at 
a lower rate. They find it much more 
profitable, partly because there is no 
additional brokerage expense, to hold 
such securities in order to receive high 
interest returns over a long period of 
years. 


President W. J. Williams of the West- 
ern & Southern Life is spending a num- 
ber of days at French Lick Springs, Ind. 











Vitmw 














XUM 


November 25, 1927 


LIFE INSURANCE EDITION 














HERE IT IS! 


HE seventh volume in the Crofts-Company National 
Underwriter Library for life insurance field workers is 
JUST OFF THE PRESS. 


Heretofore there has been no standard, authoritative treat- 
ment of the great subject of business insurance. Mr. Sanborn 
is well qualified to handle the subject. He came to New York 
City from Boston a year ago to become associate general agent 
of the State Mutual Life and has specialized during his entire life 
insurance career on the writing of business life insurance. He 
has given talks on this subject in office and on the platform. 


The Eastern Underwriter says: “He has been a student of 
the subject from the day he picked up a rate book; he is fortu- 
nate in possessing a keen analytical mind coupled with facility 
of expression and an easy and clear writing style.” 


His book “includes the technique of applying life insurance 
to every day business needs, together with a discussion of the 
procedure to be followed in order to protect the interest of the 
insured, the beneficiary and the business itself.” The following 
are some of the sub-divisions of the book: 


INTRODUCTION 


Business and Life Insurance. 
The Elements of Proper Protection. 


CORPORATIONS 


Corporations and Life Insurance. 
Credit Reinforcement. 

Direct Compensation. 
Liquidation Fund. 


PARTNERSHIPS 


Partnerships and Life Insurance. 
Credit Reinforcement. 
Liquidation and Direct Compensation. 


And the book will reach you by return mail. 


THE INSURANCE BOOK HOUSE, 
c/o The National Underwriter Co., 
420 E. Fourth St., 

Cincinnati, Ohio. 


returned. 
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The Authoritative Book On 


“BUSINESS LIFE INSURANCE” 


By Ralph Sanborn 


PROPRIETORSHIPS 
Proprietorships and Life Insurance. 
Credit Reinforcement and Liquidation Fund. 
Purchase Plan. 
Direct Compensation. 


The liquidation of inheritance and estate taxes, the creation 
of trusts, the establishment of charitable bequests, the provision 
for special needs for each family, the amortization of mort- 
gages, are some of the needs which have led to specialization on 
the part of the life underwriter. 

The book treats the uses of business insurance according to 
the following outline: 

A. Corporation: 1. Credit reinforcement; 2. Direct com- 
pensation—a. The valued employe or the expert; b. Contracted 
parties; c. Officers of the corporation.. 3. Liquidation fund. 


B. Partnerships: 1. Credit reinforcement. 2. Liquidation 
fund. 3. Direct compensation; a. The Valued employe or the 
expert; b. Contracted parties; c. Partners. 

C. Proprietorships: 1. Credit reinforcement and liquida- 
tion fund; 2. Purchase plan; 3. Direct compensation—a. The 
valued employe or the expert; b. Contracted parties. 

“Thus it may be seen that there are six fundamental needs 
for life insurance in a corporation, that there are six in a part- 
nership, and that there are five in a proprietorship. It will also 
be noticed that there is a need entitled ‘Purchase plan’ under 
‘proprietorships’ which is not common to ‘Corporations’ or 
‘Partnerships.’ The explanation and discussion of this need will 
be found in the chapter entitled ‘Proprietorships and Life Insur- 
ance.’ ” 

This new book is a distinct contribution to life 
insurance sales literature. The subject of business insur- 
ance has not heretofore been adequately treated in book 
form. Every life insurance salesman will need a copy. 
If you have not heretofore written a case of business 
insurance, this book will show you your many oppor- 
tunities and also how to give intelligent service to your 


clients. Price $3.00 per copy. 


Send remittance to THE NATIONAL UNDERWRITER COMPANY, 


420 E. Fourth Street, Cincinnati, Ohio 


If you wish to return the book after inspection send it back 
and your money will be refunded. Use the coupon. 


Kindly send me by return mail Ralph Sanborn’s new book, “Business Life Insurance.” ; 
I am attaching by check for $3.00 in payment for this book, with the understanding that money will be refunded if the book is 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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MONDAY MORNING! 


Nylic Agents everywhere, the 
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The Bulletin 


For over 35 years, Monday has been Bulletin Day among 


timed to reach every agent from Maine to California, from 
Canada to the Gulf of Mexico, 





A punctual start for the week means so much! 

constructive idea or an old one in a new dress helps to 
begin Monday’s work promptly, and to carry on through an- 
other six-days with energy and enthusiasm. 


Every Monday morning Nylic Home Office renews its 

contact with the agent through the Bulletin, which carries 
some helpful message derived from practical experience, force- 
fully and attractively expressed: 


A Plan of Systematic Work. 

A Sound Life Insurance Thought. 

A Story of Life Insurance Service. 

An Effective, Usable Sales Suggestion. 

A Record of Some Fellow-Agent’s Success. 


Nylic Officers who “talk the same language” as the agent, 
is stimulating to the individual and to the collective body of 


The Bulletin has become an institution. 
Life-insurance-wise it is, for Nylic men, what his daily 
paper is to the business man: he “couldn’t begin the day right 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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New Home Office Building 

now being erected on the site 

of the famous old Madison 
Square Garden 















Wu WL ik, wih; Wey © 


traxt 





Yau 
















ey 





AW tn Ll 1 Lt, SLs 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. Co. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 
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WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY oer re 

INSURANCE COMPAN 
PHILADELPHIA 
Walter LeMar Talbot, President 
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| HULL HEADS INSURANCE 
END OF THRIFT DRIVE 


CAMPAIGN IS NOW UNDER WAY 


Opening Gun Fired at Luncheon in New 
York Attended by Several Promi- 
nent Life Insurance Men 


Leaders in the national thrift move- 
ment, including prominent bankers, in- 
surance men, building and loan officials 
and Y. M. C. A. workers, met a few days 
ago as the guests of Adolph Lewisohn, 
who has been general chairman of the 
movement for the past ten years. This 
luncheon was the opening gun in the 
thrift drive this year. 

Among the life insurance men present 
who spoke were Graham C. Wells, gen- 
eral agent, Provident Mutual Life, New 
York, and Roger B. Hull, manager and 
general counsel of the National Associa- 
tion of Life Underwriters. Mr. Wells 
was chairman of the life insurance end 
of the thrift movement last year and 
made a splendid job of it. This year, 
however, he has turned over the job to 
Major Hull. 


Ceoperation, Research Essential 


Major Hull said cooperation and re- 
search were essential if the movement 
was to be a success. He gave out the 
definition of research as being “organized 
foresight.” In other words, he feels that 
the organizing of the thrift drive today 
is for the work that is going to be done, 
not this year, but for years to come. He 
inimated that this was the attitude of the 
life insurance interests right now and 
while their activity in the present drive 
would be passive, they would be ready 


next year after months spent on “or- 
ganized research,” for an aggressive 
program. 


Other life insurance men present were 
Clinton A. Wells, son of Graham Wells: 
Ralph Sanborn of the State Mutual in 
New York, a John C. McNamara of 
the Guardian Life in New York, who 
is chairman of the New York Life 
Underwriters’ Association thrift com- 
mittee. 

Western Electric Man Speaks 


William A. Schnedler, counselor on 
personal financial problems to employes 
of the Western Electric, sharply criti- 
cized installment buying and the bor- 
rowing of money from loan sharks. He 
told of how he was educating Western 
Electric employes to save money 
systematically and to buy life insurance. 
He is instructing them on the advantage 
of paying their life insurance premiums 
on an annual basis so as not to pay the 


additional interest necessitated by 
premium payments on the quarterly 
basis. 


J. E. Kavanagh, second vice-president, 
Metropolitan Life, will serve on the 
executive committee again this year as 
vice-chairman. Mr. Kavanagh did note- 
worthy work last year in making the 
life insurance end of the thrift week 
such a success. 


Fix Detroit Convention Dates 


Sept. 12-14 have been selected as the 
dates for holding the next annual con- 
vention of the National Association of 
Life Underwriters, which will meet in 
Detroit. The time and place for holding 
the mid-winter meeting of the executive 
committee of the National association 
has not yet been determined, but it will 
be in some middle western city. 


Equitable Life Claims 


In the first nine months of the pres- 
ent year the Equitable Life of New 
York paid $29,315,037 in death claims 
under its ordinary policies, the amount 
being distributed among beneficiaries of 
5,458 policyholders. Of the total of 


payments over $2,000,000 was upon the 
lives of parties who had been insured 
within a year. 
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INDUSTRIAL SALESMEN 
HELD GOOD TIMBER 


HAVE HAD FINE’ TRAINING 


Some Agency Managers Are Develop- 
ing Very Successful General Agents 
Out of These Men 


Some of the agency managers of life 
companies say that they are having ex- 
cellent experience in turning territory 
over to men who have been trained in 
the industrial life business. This is ac- 
counted for because of the discipline 
which industrial men undergo. They 
work on an entirely different basis from 
those soliciting only ordinary business. 
The industrial man must report on 
time. He has definite duties to perform 
and is required to keep his debit in tip- 
top shape. He is not his own boss. He 
knows that he has to work systematic- 
ally and energetically. Agency man- 
agers say that if they can get a first 
class industrial man who has _ proper 
vision and understands the problem of 
producing ordinary business he will very 
likely make a successful general agent. 
Some industrial men are not endowed 
with the traits that make a general 
agent although they may be capable of 
handling industrial solicitors as as- 
sistant superintendents. : 

Agency managers are more and more 
coming to the conclusion that many 
men fail in the ordinary field because 
they are not imbued with the feeling 
that they must work systematically and 
regularly. The industrial agent has the 
advantage of careful training and exact- 
ing supervision which stands him in 
good stead as he pursues his life in- 
surance work. 





NEBRASKA RECIPROCITY LAW 
APPLIED TO OHIO COMPANIES 


LINCOLN, NEB., Nov. 23.—Ohio in- 
surance companies doing business in 


Nebraska will be required, when they 
file their annual reports with the Ne- 
braska bureau of insurance in January 
or February, to pay the same fees that 
the Ohio department, under a law passed 
last summer, requires of Nebraska com- 
panies doing business in that state, along 
with all other foreign companies. Com- 
missioner Dumont says that this is the 
requirement of the Nebraska reciprocity 
law. Mr. Dumont disagrees with the 
Ohio commissioner that the fees fixed 
by the new statute of that state are 
retroactive and shall apply to companies 
licensed and permitted to do business 
before the act was passed, and is not 
disposed to make these exactions of 
the Ohio companies doing business in 
Nebraska. He is, however, following 
closely the developments in the action 
brought to prevent the collection of the 
fees under the ruling in Ohio that the 
law is retroactive. 


Alamo Life Joins Research Bureau 


The executive committee of the Life 
Insurance Sales Research Bureau has 
approved the membership application of 
the Alamo Life of San Antonio, Tex. 
Graham Dowdell, president of the com- 
pany, will serve as the bureau contact. 
The Alamo Life was organized in 1924. 
It writes non-participating insurance in 
Texas only. 


Empire Officials Honored 

A surprise dinner was given last 
Saturday evening in Indianapolis to the 
three officers of the Empire Life & Acci- 
dent, Charles S. Drake, president, James 
M. Drake, secretary and treasurer, and 
William S. Taylor, vice president and 
counsel. These three men founded the 
company in 1908. About 200 agents were 
present at the dinner which celebrated 
the company’s 19th anniversary. The 
company does an industrial life and acci- 
dent business and has over 75,000 policy- 
holders. 
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Success... 
built on service 


HEER service to its representatives and policy- 
re holders explains the phenomenal growth of 
QA the Missouri State Life Insurance Company. 
In 35 years this Company has become a nation-wide 
institution, ranking among the leading life insurance 
companies of America. From a little over one hundred 
million dollars of insurance in force eleven years ago the 
Company today is very near the Three Quarter Billion 
Mark. Its business has more than doubled in the past 
five years. 












This Company writes all forms of Life, Accident and 
Health, and Group Insurance. Its policies are broad in 
coverage, free from restrictions, and its rates are the 
minimum for the utmost in protection. 


Men of high character and ability are offered a real 
future with this Company. 





MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, Saint Louis 





Life S Accident S Health “ Group 
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WANTED 


Assistant Superintendent 
of Agents 
By a New York State 
Life Company 


A young man who has made good as a 
personal producer or as general agent or 
manager. One who can show them how to 
get men and the men, business. A real op- 
portunity. Address C-68, care The National 
Underwriter. 














OPPORTUNITIES 


The Midland Mutual Life Insurance Company offers: 


Low net costs, sub-standard service, low premiums 
for men, women and children, a full line of Life, En- 
dowment, Annuities and Retirement Income Con- 
tracts backed by a history of real achievement. 


Last year 94% of applications were issued as applied 
for; less than 6/10 of 1% declined—the balance is- 
sued sub-standard. Mortality ratio 25.9. 


Policy proceeds left with Company earn 5%. Divi- 
dends left to accumulate earn 44%. 


Our General Agent’s contract will enable you to 
establish a business of your own on a substantial 
and profitable basis. If you are interested in the 
following territory, write us: 


Illinois, Indiana, Michigan, Maryland, New Jersey, 
California, Pennsylvania, Virginia, West Virginia. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 























PICTURES PROGRESS 
OF LIFE INSURANCE 





CANADA LIFE OFFICERS MEET 





President McConkey Addresses Asso- 
ciation on Progress of the 
Business 





TORONTO, Nov. 23.—About 200 
were present for the annual meeting of 
the Canadian Life Insurance Officers 
Association here last week. In the 
opening address, T. G. McConkey, pres- 
ident of the association and general man- 
ager of the Canada Life, pictured the 
progress made by life insurance in spite 
of notable difficulties. He said: “Life 
insurance service as rendered to the pub- 
lic by all organizations has gone ahead 
in spite of unfriendly criticism based on 
lack of information as to the practical 
difficulties which from time to time 
have to be met and overcome by those 
actually engaged in the business.” 

Following Mr. McConkey’s speech, 





T. G. MeCONKEY 
General Manager Canada 


Life 


R. E. Freeman of the University of 
Western Ontario, epoke on “The Future 
Trend of the Rate of Interest.” G. D. 
Finlayson, superintendent of insurance 
for Canada, gave a report of the trans- 
actions of the International Congress of 
Actuaries in London this year. After 
the convention luncheon, W. H. Price, 
attorney-general for Ontario, spoke on 
“Investment and Speculation.” Various 
phases of public welfare work in their | 
relationship to life insurance were also 
discussed by several speakers, 


Tells of “New Competition” 


Small types of business are being 
driven to the wall because large organi- 
zations are combining and as a result 
there are more failures in 1927 than in 
any other year except 1907, James A. 
Giffin, educational director of the Phoe- 
nix Mutual Life, declared in an ad- 
dress in Hartford on “The New Com- 
petition.” 

“Inter-industrial competition is a 
problem that is confronting the insur- 
ance business,” he said. “A man earn- 
ing $4,000 a year, for example, divides 
his income on a budget plan among a 
number of industries. He very seldom 
has many of his present dollars in re- 
serve for other purposes. It is the job 
now of the insurance man to persuade 
this individual to set aside $300 annually 
of his income for life insurance. To 
meet such a problem many industries 
have attempted to mortgage future dol- 
lars by bringing the partial payment 





plan into being.” 


COMPLAINT IS MADE 
OF PROSELYTING WORK 


SAYS ETHICS ARE VIOLATED 





Position Taken by H. H. Armstrong of 
the Travelers at Life Agency 
Officers Meeting 





Since the meeting of the Association 
of Life Agency Officers in Chicago there 
has been much discussion among agency 
managers as to proselyting work. The 
charge is made that some companies pro- 
fessing to be decidedly ethical urge reso- 
lutions to be adopted against one com- 
pany poaching on the preserves of an- 
other and yet do not hesitate to go after 
the agents of other companies. H. H. 
Armstrong, agency superintendent of 
the Travelers, who presided at the Chi- 
cago meeting, had this to say on the 
subject: 

Must End Piracy 


“It is good for men in the same line 
of work to get together. It is good for 
them to know each other. It is good 
for them to exchange ideas. If we swap 
dollars, each one of us will have a dollar 
when we are through. If we exchange 
ideas, each one of us will be the richer 
by the contributions other than his own, 

“This we have done, and this we will 
continue to do. But there is another idea 
which your executive committee would 
have you consider as a future goal. Why 
should we meet in conference like this, 
tell each other fully and frankly how we 
handle our individual company respon- 
sibilities, and then leave the convention 
to negotiate for the employment of an 
agent of a friendly company? This piracy 
costs us all money. Of course, we do 
not deny the right of any man to choose 
his own employer, but the ethics of our 
business must always rest on the premise 
that a company which invests its money 
in the employment and development of a 
commission agent is entitled to that 
agent’s service as long as he remains 
active in the business, unless that agent 
can materially improve his circumstances 
by engaging with another employer. 

All Can Be Disturbed 


“Agents are tied to us by the loose 
tie of a commission contract. Any agent 
can be disturbed who listens to offers of 
employment elsewhere. While he is dis- 
turbed his production for himself and the 
company which developed him deterio- 
rates. There is an inexcusable and un- 
necessary economic waste. 

“If this stealing of agents can be 
eliminated, if the Golden Rule Day in 
agency practices can arrive, if this re- 
form which we all need can come, your 
committee believes it will not come by 
any other means than through the influ- 
ence of this association. 

“There is room enough for us all. Our 
progress depends on manpower properly 
employed and developed. Fortunately, 
there is raw material in plenty waiting 
for us all. Every company must realize 
that it must build its own agency organ- 
ization from the ground up and that no 
company can continue to grow and pros- 
per unless it does. If it proselytes on 
the agency organizations of other com- 
panies, in time will its organization be 
proselyted in return. Perhaps we are 
not ready for this yet, but it must come, 
and as an ideal for this organization we 
believe it beckons us on and on until the 
day arrives when we will be brothers in 
deed and all petty jealousies, annoy- 
ances, and antagonisms will be forgot- 
ten in the joy of working together in the 
romance of the greatest business in the 
world.” 


New Agency Under Way 


The Reserve Loan Life’s new home 
office agency in Indianapolis, under man- 
agement of E. E. Perry and Charles C. 
Deitch, produced 166,000 of business in 
the first three weeks of its operation, 
all of which was written in Indianapolis. 
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PERIODIC EXAMINATIONS 
URGED BY U. S. CHAMBER 


CITES COMPANY’S EXPERIENCE 
Many Fatal Diseases Are a Result of 
Gradual Development and 
May Be Checked 





Periodic health examinations are com- 
mended in a health bulletin issued by the 
insurance department of the United 
States Chamber of Commerce, chiefly 
directed to the business man and the et- 
fect of illness on his business and indi- 
vidual affairs. The bulletin was spon- 
sored by the committee on administra- 
tive practice of the American Public 
Health Association, working in cooper- 
ation with the National Association of 
Life Underwriters, the United States 
Public Health Service and the civic de- 
velopment and insurance departments of 
the United States Chamber of Com- 
merce. In it the business man is urged 
to interest himself in periodic health ex- 
aminations. It is pointed out that the 
deaths from heart disease, apoplexy and 
other causes that seem so often to be 
immediate and without warning are ac- 
tually the result of a gradual develop- 
ment and this might be prevented or at 
least delayed if the individual subjected 
himself to periodic health examinations. 


Actual Results Shown 


The actual results from such periodic 
examinations are illustrated in the statis- 
tics furnished by one life insurance com- 
pany which has been carrying on its work 
for a number of years among its policy- 
holders. This company has been giving 
periodic health examinations for nine 
years. The record, year by year, shows 
a very notable mortality saving among 
the policyholders examined, as compared 
with those not examined. During the 
first five years there was a distinct sav- 
ing in mortality of 24 percent and dur- 
ing the next four years a saving of 8 per- 
cent, the net savings for the entire nine- 
year period being 18 percent. The re- 
sults are shown in the following table of 
percentages, which gives the actual mor- 
tality by years of the ordinary policy- 
holders at the time of examination: 











Year Per cent 
1 56 
2 67 
3 85 
4 78 
5 91 
Total (first five years) 76 
6 85 
7 108 
8 75 
9 100 
Total (last four years) 92 
Total (nine years) 82 


Equitable of Iowa Appointments 


W. J. Sike has been appointed district 
manager for the Equitable Life of lowa 
at Tacoma, Wash. Mr. Sike was for 
several years a leading producer for the 
company at Denver, and last summer 
was transferred to Tacoma, where he 
has made an outstanding record in per- 
sonal production. 

H. H. Dahlquist has been appointed 
district manager of the comany at Se- 
attle. Mr. Dahlquist is well known 
among the Seattle underwriters, and has 
been active in tke local association 
there. 


New Edition of Maryland Laws 


A new edition of the insurance laws 
of Maryland will be issued shortly, ac- 
cording to H. A. Joyce, Jr., deputy com- 
missioner. The last edition was issued 
in 1922. The new volume will include 
all the state laws dealing with insurance 
that are in effect now, including those 
enacted at the last session of the general 
assembly and all the amendments. The 
department has considerable demand for 
a volume of this kind, not only from 
Maryland but from practically all sec- 
tions of the country. 





























— 
JAMES W. STEVENS, Founder 


If you are interested in developing 
an agency as a general agent 
with a liberal commission and 
renewal contract. 


If you are interested in developing 
an agency as a district manager 
with a part commission and 
part salary contract. 


If you are interested in developing 
an agency as a district manager 
on a salary basis. 


We will be glad to consider your 
application. 


We have splendid opportunities 
to offer in a few leading IIli- 
nois cities. 


In your letter, please state the 
line of work in which you are 
now engaged and the contractual 
arrangement in which you would 
be interested. 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 
James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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LIFE MEN SPECULATE 
ON BUSINESS FUTURE 





OPINIONS GREATLY VARIED 


Some Expect Increase Ratio to Con- 
tinue as of Last 10 Years—Others 
See Decline 





Speculation, usually only a pastime, 
has taken a serious aspect among Chi- 
cago life men—and from this, no doubt, 
among life men generally—in the matter 
of the continuance or the falling off of 
the increase ratio of insurance in force 
that has obtained for the last 10 years. 
Unanimity of opinion does not prevail. 
Some believe that the ratio of increase 
not only will continue, but will step up 
within the next decade. Others believe 
it will increase little. Still others believe 
that peak has been reached, and that 
for a time the chart line will run on a 


dead level across the graph-makers’ 
plateau, and then will ascend again. 
Recently published statistics show 


that the total of insurance in force in- 
creased from $21,965,594,232 in 1917 
through $41,404,191,102 in 1922 to $64,- 
793,394,122 in 1926. The business thus 
almost quadrupled in 10 years. Each 
year of the 10 shows an increase of from 
$2,000,000,000 to $7,000,000,000 over each 
preceding year. 
Future Unpredictable 


In answer to the question, “Will the 
ratio of increase continue?” Carl A. 
Peterson, vice-president of the Mutual 
Trust Life, said: 

“Though I do not believe the same 
ratio of increase will obtain for the next 
10 years, I also admit that no one 
knows what will happen. If the com- 
panies hold for the future the confi- 
dence of the public they now have, the 
increases may stagger the imagination. 
It is imperative that company executives 
should so conduct their business that 
they continue to merit this public con- 
fidence. The fact that the companies 
have grown so tremendously has made 
them a target for trick legislators and 
has thereby constituted itself a poten- 
tial danger to the business.” 

Regarding the attitude of the average 
man to insurance, Mr. Peterson said 
that most men now are ashamed to ad- 
mit they own no insurance, and will lie 
not so often to avoid buying any as to 
save face. He said also that the position 
of the companies, because of the confi- 
dence reposing with them, has become 
more one of trust than it ever before 
has been. 

Farm Contributes Little 


Mr. Peterson pointed out that the 
great increases have not come from the 
farm, thereby indicating, for those who 
will see the matter thus, that the agri- 
cultural population is still a fertile field 
for the companies’ operations. 

Karl B. Korrady, Chicago generaf 
agent of the Connecticut General Life 
and a keen student of the business, said: 
“I believe the big annual increases we 
have enjoyed have about reached peak.” 


Louis J. Fohr, general agent in Chi- 
cago for the Connecticut Mutual Life, 
said: “Increases on strictly standard 
forms of insurance probably will con- 
tinue. Such frills as salary deduction 
probably will peter out, with about as 


much negative effect on the total as they 
have had positive effect heretofore.” Mr. 
Fohr cited a number of cases of the 
collapse of salary deduction plans that 
have come to his attention. 

Darby A. Day, Chicago general agent 
of the Union Central Life, also an un- 
tiring student of the business, is more 
optimistic. He said: “I believe the ratio 
will double. The present generation is 
just learning about life insurance. Sons 
and daughters today are buying protec- 
tion at the behest of their fathers. The 
published statistics of business failures, 
which are being more generally read to- 
day than ever before, are having the 


effect of making young people more im- 





INCREASE IN LIFE INSURANCE SALES 
| IN UNITED STATES SHOWN IN OCTOBER 





NEW YORK, Nov. 23.—New adie bi 
for life insurance production during Oc- 
tober of this year was 2.6 percent 
greater than during October of last year. 
Such insurance during the first ten 
months of 1927 was 1.4 percent greater 
than during the corresponding period of 
last year. These facts are revealed by 
a statement given out by the Association 


of Life Insurance Presidents. The com- 
pilation aggregates the new _ business 
records, exclusive of revivals, increases 


and dividend additions, of 45 member 
companies, which have 81 percent of the 














































New ordinary insurance 
$615,000,000 against $618,000,000, a de- 
crease of .4 percent. Industrial amount- 
ed to $266,000,000 against $227,000,000, a 
gain of 17.4 percent. Group was $49,- 
000,000 against $62,000,000, a decrease of 
22 percent. 

For the 10-month period, the total 
new business of all classes written by 
the 45 companies was $9,282,000,000 this 
year against $9,151,000,000 last year, an 
increase of 1.4 percent. New ordinary 
insurance amounted to $6,497,000,000 
against $6,361,000,000, a gain of 2.1 per- 
cent. Industrial amounted to $2,203,- 











































Alexander E, Patterson, head of the 
Patterson agency of the Equitable of 
New York in Chicago, looks for an in- 
crease of $100,000 cases, a falling off of 
cases between $20,000 and $30,000, and 
an increase of cases under the second 
set ot figures. 

President James Lee Loomis of the 
Connecticut Mutual Life, speaking be- 
fore the central regional conference of 
the company’s agents in Chicago, said: 
“Sales resistance is harder and we are 
not going to pile up increases so rap- 
idly.” 

It is admitted even by those whose 
optimism as to the future is highest 
that insurance is becoming increasingly 
difficult to sell, and that more intelligent 
effort must be made if increases are to 
continue. The life agent is in compe- 








total volume of life insurance outstand- | 000,000 against $2.102.000.000 . 
- * her " ‘ s b i ~ é ° 
ing in all United States legal reserve | one — aay. “ot at Mts oe 
companies | Crease of 4.8 percent. Group amounted 
ee to $552,000,000 against $688,000,000, a 
Increase of 26 Percent | decrease of 15.3 per cent. 
; ; | The new paid-for business written 
For the month of October, the total} during each of the first 10 months of 
new business of all classes was $930.- | 1925, 1926 and 1927, as well as increases 
000,000 this year against $907,000,000 | in 1926 over 1925 and in 1927 over 1926 
last year, an increase of 2.6 percent.! are shown in the following table: 
Ordinary Insurance 
9°96 "er Qo7 7 
Month 1925 1926 1927 att te gS ed 
January ....... $ 523,654,000 $ 560,289,000 $ 576,642 ) 000 7.0 29 
February ...... 548,529,000 597,429,000 525 88,000 8.9 4.8 
on ae pclae ees 654,771,000 454,000 10.6 2'9 
ga paint ciate 638,206,000 96,000 ‘¢ ' 5.8 111 
 saeknccvans 698,706,000 09,000 699,846,000 a aan 
 ksadu Gots 638,195,000 696,742,000 10.4 ania 
Ps teldeitet sine: 3 638 866, 000 3.1 oni.® 
Brrr 595.9: 29° 000 2 —1.9 5.0 
September ..... 523,915,000 il 5 
October .ccsees 618,041,000 2 seal 
$6,090,772, 000 $6,361,076,000 ~ $6, 496,559, 000 44 21 
Industrial Insurance 
January ....... $ 147,441,000 $ 227,158,000 $ 185,292,000 54.1 —18.4 
February ...... 177,666,000 174,782,000 7 —ie 18.6 
Speen 193,604,000 230,203,000 18.9 5.0 
MEE eucirete cca 196,895,000 : 9.5 5.5 
Dt. stuwsanseuse 217.73 15,000 241, 662 2 ,000 8.0 27 
| epee ineaaalesionecs 198,113,000 221,780,000 2.1 9.6 
| yi taententeetes 182,991,000 200,835,000 6.2 3.4 
ee 181,048,000 211,157,000 10.0 6.1 
September ..... 175, 114,000 200,622,000 2.7 1.7 
October ........ 256,704,000 265,974,000 —11.8 17.4 
‘$1, 927, 3110 000 $2,102,360,000 $2,203,519,000 9.1 1.8 
Group Insurance 
January ....ecs $ 68,957,000 $ 56,280,000 $ 94,445,000 —18,4 67.8 
February ...... 36,696,000 83,088,000 46,119,000 126.4 ae ty 
ager 40,797,000 72,368,000 103,057,000 77.4 42.4 
IN, oh ie le ya oh 66,415,000 80,663,000 46,960,000 21.5 —41.8 
ere 39,041,000 56,458,000 45,683,000 446 —19.1 
EE se 565,000 282 > 000 67.8 7000 45.7 —?1 
ere 5 9.000 42.2 30.6 
Pe. <«<secesee 6,8 55,632, 4° 7,000 56.: 0 
September ..... , 788,000 73.456,000 31,475,000 94.4 2 
es anawrae 433,000 62,353,000 $8,625,000 14.5 
3 687,705,000 $ 5 82,387,000 19.9 
Total Insurance 
January oneal $ 740,052,000 $ 843,727,000 . 379,000 14.0 1.5 
February ...... 762,891,000 299.000 : 324.000 12.1 8 
Mare - weatieeweee 889,172,000 1,027,025,000 1,085,483,000 15.5 5 7 
SRST. 901,516,000 971 463. 000 1,024,162,000 7.8 5.4 
Mn weunaeestes 955,482,000 9 987,191,000 4.0 om, 7 
Sains 873.000 449/000 986,339,000 10.5 1.0 
Pee 1,000 9 31,002,000 893,930,000 6.2 a y' 
August putanwet 9 4,000 850.637.000 880,644,000 —7.1 3.5 
September ..... 7 4,000 794,648,000 758,661,000 7.6 —4.5 
CO eee 927,862,000 960,917,000 930,352,000 —2.3 2.6 
$8,591,607,000 $9,151,141,000 $9,282,465,000 6.5 1.4 
mediately aware of the effects of finan- | tition with salesmen dispensing auto- 
cial disaster and are becoming aids to | mobiles, overstuffed living room suites, 
the sale of insurance, Insurance is the | Summer resort accommodations, prize 
anchor to windward. Business and cor-| fight tickets and contraband liquor. 
poration insurance is a form of under- With a large element in the population 
writing for business ventures, and is| insurance has not yet become a want. 
becoming a part of all intelligent busi- | Dr. Rockwell insists that men buy not 
ness deals.” what they need, but what they want. 


This is sound psychology and ‘the life 
agent knows he must create a want for 
insurance before he can sell. 


Minnesota Mutual Plans Drive 
Month” 


December will be “Randall 
with the Minnesota Mutual Life, in 
honor of E. W. Randall, president of 
the company. The field force has been 
advised of the plan, and it is expected 
that a gratifying volume of new business 
will be written during the month. The 
salary continuance policy and the re- 
tirement income bond will be pushed 
especially hard in addition to the regular 
life policies. It is a part of the plan 
to have every agent call on 50 prospects 
for retirement income and 50 for salary 
continuance. 


amounted to} 











ST. LOUIS TAX CASES ARE 
DECIDED FOR COMPANIES 


LEVY ON RESERVES ILLEGAL 


Test Suit Brought by American Auto- 
mobile Will Apply to All Classes of 
Companies 


ST. LOUIS, Nov. 23.—The city of St. 
Louis has been defeated in its efforts 
to force insurance companies with home 
offices in this city to pay taxes on their 
reserves. The Missouri Supreme Court, 
in the suit of the American Automobile 
to quash an assessed valuation of $375,- 
000 for 1926 taxes levied by the city 
assessor and board of equalization up- 
held the censtitutionality of Section 6386 
which specifically exempts legal reserves 
and unpaid policy claims by permitting 
the companies to deduct such items in 
making returns for taxation. The as- 
sessor and board of equalization had 
ignored Section 6386 on the theory that 
it was unconstitutional, attempted to 
bring the insurance companies under the 
general taxation laws of the state, and 
increased the tax assessments of all the 
companies very materially. 

Applies to Other Suits 


By stipulation of counsel the decision 
in the American Automobile also 
settled six similar suits involving in- 
creased tax assessments on the Citizens, 
International Life, Missouri State Life, 
Central States Life, American Central 
and Indemnity Company of America. 
The decision not only invalidates taxes 
on the excess assessments for 1926, but 
all subsequent assessments, since the 
high court has specifically stiplated the 
legal manner for taxing insurance com- 
panies in the state. 

What the Court Held 


Walker in his decision stated 

face of a law held to be valid 
fixed the method of 
assessing domestic insurance companies, 
and in the absence of any law confer- 
ring power to tax property of such com- 
panies by any method other than as 
authorized under Section 6386, “the at- 
tempted exercise of power is unau- 
thorized.” 

Continuing he said: “An express statu- 
tory declaration as to the existence ot 
the power, although it may be general 
in its terms, is necessary in order that 
property may be taxed. The subject- 
ing of property to taxation either in a 
constitution or the statute, in thg ab- 
sence of a method prescribed for its 
assessment and the levy upon the same, 
confers no power to tax.” 


GLOBE LIFE HAS GOOD START 


case 


Ju stice 
hat in the 
that specifically 


President Fraser Announces Admission 
to Four States—Will Operate 
Throughout Country 


OMAHA, Nov. 23.—W. A. Fraser, 
president of the new Globe Life, re- 
turned to Omaha last week with $600,- 
000 in policies and more than $500,000 
in applications. These policies were 
written by Mr, Fraser among his 
friends in eastern states. 

Mr. Fraser was greeted by many 
committees representing civic orgamni- 
zations. John L. Kennedy, president of 
Greater Omaha Association, announced 
a dinner will be given in Mr. Fraser’s 
name Nov. 25 by the association. 

Mr. Fraser said the $2,000,000 capital 
is fully paid, and the company has been 
admitted to Nebraska, Delaware, Mis- 
sissippi and Arkansas. “We already 
have 50 agents in these four states sell- 
ing insurance,” said Mr. Fraser. “We 
will immediately file applications to do 
business in Iowa, North Dakota, South 
Dakota, Minnesota and Kansas. _ It 
won't be long until the Globe will be 
doing business in every state in the 
Uaion.” 
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About Educational 
Policies? 


When you stand staring at the h ing 
travelers as they come from the puffing 
Limited—when the young lady with the 
brown hat and fur-trimmed coat your wife 
so ably described to you and asked you to 
meet has appeared a dozen times and none 
is the right one—then you know the world 
at its worst and realize the utter futility of 
description! 


To paint a word-picture of anything is 
difficult, to paint a word-picture of a service 
is almost an impossibility. 


Life insurance is a service—millions of 
dollars of it have been sold. How many 
more millions would have been sold if the 
picture of what life insurance can do could 
adequately be painted. Words fall short of 
the goal. The English language fails to 
provide the words necessary to describe for 
instance, the advantages of an educational 
policy. 


We attempt to show just how much will 
be available for Johnny and Mary when they 
are ready for college. We try to show what 
might happen if such wise provisions for 
their education were not made. We paint a 
word-picture of the present and the future. 
Yet, no matter how well we do it—no mat- 
ter how much of an impression we believe 
we have made—we have failed to get the 
prospect to visualize—to see the picture as 
he should see it. 


The Chinese proverb that says “A Picture 
is Worth Ten Thousand Words” does not 
exaggerate. The Chinaman who wrote it 
probably had material description in mind 
for if he had known about life insurance 
he would have made it one hundred thous- 
and words. 


With inadequate description we do man- 
age to meet people at stations—we DO sell 
life insurance. With adequate description 
—with pictures to aid us—the task is made 
infinitely easier. 


Here you have the whole secret of the 
success of the Estate-O-Graph, for the 
Estate-O-Graph picturises life insurance. It 
shows through pictures the advantages of 
educational policies or the many other forms 
of settlement. 


The Estate-O-Graph is a life insurance 
picture-magazine for your prospects and 
clients. It is a little brother to the Roto- 
gravure Picture Section of the large Sunday 
Newspaper. Have you ever noticed how 
eagerly this section is sought after each 
Sunday? The success of the picture idea is 
complete and mark you, it is just as com- 
plete with the Estate-O-Graph. But just as 
we cannot adequately paint a word picture of 
life insurance neither can we fairly describe 
the Estate-O-Graph by means of the printed 
word. We want you to get a real, vivid pic- 
ture of the Estate-O-Graph by examining a 
copy of it—and that’s what the coupon is for. 


What KIND 


of Pictures 





FOR INSTANCE 
DESCRIBE THIS YOUNG LADY! 


What ESTATE-O-GRAPH does 


1—It sells insurance through striking illustrations and simple 
charts carefully selected to demonstrate at a glance the need and 
application of life insurance, emphasizing its investment value as 
well as its protective features. 

2—It paves the way for an interview, selling the idea of life 
insurance and its applications in advance of your call. 

3—Sent to a prospect following an interview, it serves to re- 
inforce the arguments presented verbally and to remind the prospect 
of your visit. 

4—It opens the mind of the prospect to the application of life 
insurance which have not occurred to him before. 

5—It visualizes and diagrams ideas so they can be more easily 
absorbed and retained by the prospect than the same ideas could 
be through a personal interview. 

6—It can serve as a soliciting document, being used as a 
demonstration of the arguments presented verbally. 

7—It will be taken home by the prospect and shown to his wife 
who is very apt to be consulted on the subject, or it can be sent 
directly to the home where the wife will be the first to see it. It will 
thus have an important indirect influence. 

8—It is yourself—everywhere you want to call—every month. 


The National Underwriter, 
1362 Insurance Exchange, 
Chicago, Illinois. 


free book about this picture magazine. 


N. U. 11-25 


I am interested in using pictures as an aid in selling Life Insurance. Send 
me a sample copy of THE ESTATE-O-GRAPH and a copy of the 24-page 
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Do You Paint? 


About Old Age 
Insurance? 


There are some things that are better 
left unsaid. Some things that the pros- 
pect ought to know but difficult to tell 
him. 


To tell a man that he is apt to be de- 
pendent at 65 is not pleasant subject 
matter. To paint the picture of desti- 
tute old-age is relished by no one. 


Yet, there is a picture to be presented 
—a story to be told. 


Pictures tell the story of life insurance 
better than any written or spoken de- 
scription. Pictures tell every story 
better. Witness the use of pictures by 
advertisers of every product from tacks 
to motor cars. 


You can tell your life insurance story 
through pictures, too. You can send 
an eight-page Rotogravure picture sec- 
tion with your name upon it to every 
one of your prospects for as little as 
$8 a month. 


Think of it! 


Each month you picturize life insur- 
ance—some phase of life insurance— 
with a most effective of known me- 
diums, the Rotogravure picture. Old- 
age insurance, how subtly, yet how 
effectively the need for it is driven 
home through pictures—and how much 
easier the approach to the subject after 
pictures have paved the way by creat- 
ing a clear mental picture of the insur- 
ance. Once you examine the Estate- 
O-Graph and discover its uses you will 
never be satisfied until your clients are 
receiving copies. You can take the 
word of The National Underwriter on 
that. 








GET THIS FREE BOOK / : 








Estate-O-Graph 


the coupon to secure tt 


This 24-page book is yours for the asking j 
In it you will find the complete story of the f Yo ] 
What it is, what tt does, | ie Net Af 
how to use it and what it costs 


; In addition, i ] 
valuable direct mail hints and selling sug- 
gestions are included. The book is free. Use j 
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“DUMB” REPRESENTATION 
MUST BE ELIMINATED 


—_———_ 


PUBLIC NEEDS SPECIALISTS 
James A. Giffin, Phoenix Mutual Life 
Educational Director, Urges 
More Training 





A busy and insurance-wise public is 
a willing cooperator with the life insur- 
ance companies that have relegated to 
limbo the old-fashioned “canvasser,” as- 
serts James A. Giffin, educational di- 
rector of the Phoenix Mutual Life. The 
present-day salesman who elects the 
dotted line route to fame and fortune 
must grade high in type and training 
and have more “stuff” than meets the 


eye. 
The $86,000,000,000 of insurance in 
force is, in large measure, a tribute to 
the changing mode of insurance sales, 
believes Mr. Giffin, who has just gradu- 
ated the 47th sales training class from 
his school for insurance counsellors at 
the company’s home office. 
“Thirty-eight candidates for jobs who 
owned a third of a million dollars of life 
insurance between them would have 





been a miracle not so long ago, but these 
38 men averaged nearly $10,000 apiece,” 
the authority declared. “Their average 
age is 34 and their average selling ex- 
perience four years, though their aver- 
age time in life insurance is only four 
months, and then for only 16 percent of 
them. 

“Seventy percent of the men are mar- 
ried; six out of seven of them have 
children. Forty-fiye percent of the mar- 
ried men own their own homes and 58 
percent of all own stocks and bonds be- 
sides. They are starting on their new 
careers with an average cash reserve of 
nearly $1,000 each. Nearly half of these 
men are university-trained. 


Salesmen from Many Fields 


“Previous experience is amazing in 
scope. Some were not salesmen at all; 
one was a mechanical engineer and one 
a member of the Architectural Society. 
But the sellers had successfully mar- 
keted about everything from bonds to 
boilers.” 

Mr. Giffin foresees the day when un- 
qualified men everywhere will be stopped 
by authorities before they start to sell 
life insurance. He believes the public is 
entitled to fullest protection from incom- 
petent persons who assume the role of 
financial counsellor. “Self-interest,” he 
said, “must soon awaken the insurance 


———— 





companies themselves to the folly an 
waste of dumb representation. New 
principles of selection and intensive 
preparation enabled 500 Phoenix Mutual 
men to sell last year 80 percent more 
life insurance than was sold only about 
a decade ago by 1,700 men of average 
type without such special training.” 


Federal Union Gains Ground 


The Federal Union Life of Cincinnati 
will write new business of about $10,- 
000,000 this year. This means an in- 
crease of $4,000,000 over last year. Pres- 
ident Frank M. Peters set a mark of 
$10,000,000 for new business this year 
and will secure it. At the close of the 
year the company will have assets of 
upwards of $3,000,000. It will have 64,- 
000 policyholders. This year the Fed- 
eral Union Life will pass the $1,000,000 
mark in premium income. It will in- 
crease its surplus about 10%. About 
25% of the Federal Union Life’s busi- 
ness is on the monthly payment plan. 
The company has met with success in 
writing this business. 


Aaron E. Cohn, 48, well known insur- 
ance man of Memphis, ended his life by 
firing a bullet into his brain. Despond- 
ency over ill health was believed to be 
the motive. 





——<—_—__——_ 
_——_—__--~— 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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COMPANY TO UNDERTAKE | 
IMPORTANT DEVELOPMENT 





OPENING NEW DEPARTMENTS 





Penn Mutual Life Launches Organi- 
zation and Educational Work, 
Huttinger Leading Former 





Two new departments are being or- 
ganized by the Penn Mutual Life, an- 
nouncement to this effect being made 
iast week by Hugh D. Hart, vice-pres- 
ident of the company. The company 
has established a research department, 
E. Paul Huttinger, formerly connected 
with the legal department of the com- 
pany, having been made its head. In 
addition, an educational department will 
soon be established, to be in charge of 
one of the best equipped life insurance 
educators in the country, according to 
Mr. Hart’s preliminary announcement. 
The research department is devoting its 
attention to the development of a set 
of plans for agency building, dividing 
the work into three divisions, the re- 
cruiting of men, training of men and 
supervising of them. To aid in the 
work of these two departments a series 
of field meetings has been arranged, to 
be held during the early months of next 
year and to be in charge of a group of 
home officials who make the circuit of 
the company. The series will open in 
Philadelphia, March 7-9, the other ses- 
sions being as follows: Atlanta, Ga., 
March 14-16; Chicago, March 21-23: 
Kansas City, o., March 24-26: San 
Francisco, March 31 to April 2. 


COMPANIES THAT COVER 
PASSENGERS IN AIRPLANES 





According to an announcement made 
by the Chicago Association of Com- 
merce the following casualty companies 
have to date agreed to write accident 
coverage on airplane passengers travel- 
ing over established airways of the 
United States: Aetna Casualty and 
Surety, Columbia Casualty, Connecticut 
General Life, Continental Casualty, 
Commercial Life, Employers’ Indem- 
nity, Employers’ Liability, Fidelity and 
Casualty, General Accident, Globe In- 
demnity, Hartford Accident and Indem- 
nity, North America, Independence In- 
demnity, London Guarantee and Acci- 
dent, Maryland Casualty, Massachusetts 
Accident, Metropolitan Life Insurance, 
Missouri State Life Insurance, National 
Life and Accident, New York Indem- 
nity, Ocean Accident & Guarantee, Pa- 
cific Mutual Life Insurance, Preferred 
Accident Insurance, Southern Surety, 
Standard Accident, Sun Indemnity, 
Travelers, United States Fidelity & 
Guaranty. 

Life companies that write air-line 
passengers, at the extra charge of $25 
per $1,000, are listed in the commerce 
association’s announcement as follows: 
John Hancock, Prudential, New York 
Life, Travelers, Lincoln Natjonal Life, 
Peoria Life, Springfield Life, Capital 
Life of Denver, U. S. Life, Western 
Union Life. Some of the companies 
place a limit of $5,000 on this kind of 
insurance, others name $10,000, one 
$25,000 and still another $50,000. 


Atlantic Life’s “Jack Pot” Campaign 


Atlantic Life agents are in the midst 
of a “jack pot” campaign. This cam- 
paign went over so well last year that 
the company decided to repeat it the 
closing two months of this year. Accord- 
ing to the rules, every representative 
who pays for $10,000 or more in the 
period prior to Dec. 31, 1927, comes in 
for a share of the jack pot. For $1,000 
of paid business on the annual basis, the 
company places $1 in the pot. This dol- 
lar goes in for all business paid, while 
those who divide the pot are the ones 
who pay for $10,000 of business. The 
company is making a drive for $150,000,- 
| 000 of insurance in force by Jan. 1, 1928. 
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LITTLE LIFE STORIES fe) 2 | FROM THE FIELD 
































Pledging his first earnings 
Frank M. started in to sink or swim 
— and swam 


HIS is the story of a young man who started to work . . prospects . . confer- 

mortgaged his future to go into the ences . . policy contracts . . applications. 
life insurance business. At the end of the first week he had the 
money. 


Ten years later he had bought enough 
property with his insurance earnings to 
pay him $6,000 a year in rents alone; be- 


He was twenty-four years old; married, 
had three children. A clerk in a shoe 
store, he burned his bridges by giving up 
his old job and using the little money he 





had to pay his bills. Thirteen dollars 
were left; not enough to cover his ex- 
penses, so he went to the grocer, the milk 
man and the butcher and gave them post- 
dated checks for the food he needed. 


To himself he gave ten days to make the 
money to pay the checks. With determi- 
nation spurred by sheer necessity, he 


sides he had a large renewal income. 


The vision that started this man on a life 
insurance career discloses no less an op- 
portunity for success and independence 
today, than it did then. Our men see it 

. and through the help of leadership and 
cooperation in their field operations we 
are . . “carrying them to success with us.” 


——{——_—_ —— 
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INTER-SOUTHERN LIFE INSURANCE COMPANY 


ce ‘Carrying Our Men to 
Success With Us” 


CAREY G. ARNETT, President 
Home Offices, Louisville, Ky. 
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CONSERVATION REPORT 
SENT TO MEMBERSHIP 


—_—- 


STUDY IS COMPREHENSIVE 
Sales Research Bureau Covers Wide and 
Characteristic Field to Obtain 
Information 





The 117 members of the Life Insur- 
ance Sales Research Bureau have just 
received an extensive report on the sub- 
ject of conservation. The bureau’s an- 
alysis is in reality two reports: one on 
prevention and one on reinstatement. 

Part I opens with a general summary 
of the problem intended to outline the 
fundamental principles of coordinated 
preventive efforts. This is followed by 
detailed development of these principles 


and descriptions of actual company 
methods. 

Part II covers reinstatement, and an 
appendix contains tables of company 
practices along the lines of both pre- 
vention and reinstatement. 

The material was obtained from a 
number of sources Eighty-six com- 


panies contributed detailed information, 
a large number of general agents and 
managers were interviewed, the subject 
was discussed at several bureau confer- 
ences, many soliciting agents contributed 
what they were doing, and over 300 
policyholders were sought out by a 
trained investigator—all for the purpose 
of learning what causes business to lapse 
and what contributes to high persistency. 


Brooklyn National’s Record 


16 marked the completion of the 


Nov. 
second year of the existence of the 
Brooklyn National Life, and the record 


for the period is one of which its man- 


agement takes justifiable pride. Its 
business in force totals $6,550,000, an 
increase of $3,650,000 for the year. The 


past year the company received applica- 
tions tor over $7,000,000 of insurance, 
of which amount it issued $5,531,000; 
$4,237,000 being paid for. 

The officers of the Brooklyn National 
Life are: President, William R. Baynes; 
first vice-president, Arthur S. Somers; 
second vice-president, Meier Steinbrink; 
third vice-president, George W. Baker; 
treasurer, Frederick W. Rowe; secretary, 
Hunter L. Delatour; assistant secretary, 
Ben S. Graham; medical director, Dr. 
Frank TX Jennings; associate medical 


director, Dr. Louis Schaefer. In addi- 
tion to the executives the following 
named constitute the directorate; Wil- 
liam M. Calder, Henry J. Davenport, 
Edwin G. Forster, James S. Graham, 
Walter Hammitt, Gabriel Lowenstein, 


Nathaniel H. Lyons, John H. McCooey, 
Jr., Manasseh Miller, William Ober- 
mayer, Edward A. Richards, G. Forster 


Smith and Henry C. Bohack. 

Frederick W. Ladue is superintendent 
of agencies, while the general agents are: 
Steinbrink-Diedrick Agency, Jack War- 
shuer, Triangle Agency, Continental 
Thrift Corporation, P. H. Gould & Co., 
Clarence E, Perry and Walter B. Dan- 
forth. 

WARNING ON UNAUTHORIZED 
MAIL ORDER COMPANIES 


23.—The in- 
another 
unau- 


MADISON, WIS., Nov. 
surance department has issued 
warning against the issuing of 
thorized insurance in the state. 

“Recently it has again come to the at- 
tention of the department of  insur- 
ance that certain unauthorized com- 
panies are soliciting business from Wis- 


consin people through the mails,” the 
imsurance department declares. “In 
most instances these companies have 


heen denied a license either because thev 

do not qualify or because they decline 
to comply with the Wisconsin laws. 

Conspicuous among the companies re- 
ferred to are the Union Mutual Casualty 
of Des Moines. the Federal Reserve 
National Protective 


Life of Kansas City, 














| STANDING COMMITTEES OF INSURANCE 
COMMISSIONERS CONVENTION ANNOUNCED 





— 








HE personnel of the standing com- | 
mittees of the National Convention | 
of Insurance Commissioners for the | 
coming year have been announced by | 
President A. S. Caldwell as follows: | 


Accident and Health—Clare A. Lee, 
chairman, Oregon; John FE. Sullivan, 
New Hampshire; John R. Dumont, Ne- 


Luning, Florida; D. C. 
George W. Wells, Jr., 
McMahan, South 
Maine. 


braska; John C. 
Neifert, Idaho; 
Minnesota; John J. 
Carolina; W. D. Spencer, 

Actuarial Bureau—J. 5S. Maloney, 
chairman, Arkansas; Jesse G. Read, Ok- 
lahoma; Howard P. Dunham, Connecti- 
cut; Jackson Cochrane, Colorado; tay 
A. Yenter, Iowa; Carville D. Benson, 
Maryland; Matthew H. Taggart, Penn- 
Sylvania, 

Assets of Insurance Companies—J ohn 
Cc, Luning, chairman, Florida; John E. | 
Sullivan, New Hampshire; George P. 
Forter, Montana; Sheldon M. Saufley, 
Kentucky; Harry A. Loucks, Wyoming; 


S. A. Olsness, North Dakota; C. D. Liv- 
ingston, Michigan; Dan C. Boney, North 
Carolina; W. D. Spencer, Maine. 


chairman, 
Ohio; A. E. 


Blanks—H. D. Appleton, 
New York; W. A. Robinson, 
Linnell, Massachusetts; C. B. Coulbourn, 
Virginia; R. E. Daly, Missouri; Jean M. 
Legris, Rhode Island; H. G. Brunquell, 
Wisconsin; W. M. Corcoran, Connecticut; 
J. H. Washburn, Tennessee; Leo J. 
Treanor, Michigan; C. F. Hobbs, Kansas; 
T. L. Anderson, Illinois; Donald Harlow, 
lowa; Frank B. Dilts, North Carolina. 


Codification of Rulings—H,. O. Fish- 


back, chairman, Washington: S. A. 
Olsness, North Dakota; Carville D. Ben- 
son, Maryland; James J. Bailey, 


Baldwin, District of 
Maloney, Arkansas; C. 


Loulsiana; T. M. 
Columbia; J. 8. 


D. Livingston, Michigan; Sam T. Malli- 
son, West Virginia. 

Credentials—T. M. Baldwin, Jr., chair- 
man, District of Columbia; T. M. Henry, 
Mississippi; R. 8S. Burlingame, Rhode 


Island; D. C. Neifert, Idaho; George 


Huskinson, Illinois. 
Examinations—Joseph 


Button, chair- 


man, Virginia; Sheldon M. Saufley, Ken- 
tucky; Jesse G. Read, Oklahoma; John 
. Sullivan, New Hampshire; William 
(, Safford, Ohio; John R. Dumont, Ne- 


braska; Charles R, Detrick, California; 
Clare A. Lee, Oregon; Dan C. Boney, 
North Carolina. 


Fidelity and Surety—Carville D. Ben- 
son, chairman, Maryland; H. U. Bailey, 
Illinois; Clarence C. Wysong, Indiana; 
William R. Baker, Kansas; D. C. Neifert, 
Idaho; John C. Luning, Florida; James 
A. Beha, New York; C. D. Livingston, 
Michigan. 

Fire Insurance—C. |). Livingston, 


Michigan; Wesley E. Monk, 
Massachusetts; Ben C. Hyde, Missouri; 
J. C. Luning, Florida; Sheldon M. Saufley, 
Kentucky; H. ©. Fishback, Washington; 
M. A. Freedy, Wisconsin; Joseph But- 
ton, Virginia; Howard P. Dunham, Con- 
necticut; John R. Dumont, Nebraska; 
George W. Wells, Jr., Minnesota 

Fraternal Insurance—W illiam C. Saf- 
ford, chairman, Ohio; William R. Baker, 
Kansas; C. D. Livingston, Michigan; 
R. S. Burlingame, Rhode Island; Clar- 
ence C. Wysong, Indiana; Harry A. 
Loucks, Wyoming; T. M. Baldwin, Jr., 
District of Columbia; R. B. Cousins, Jr., 
Texas; T. M. Henry, Mississippi. 

Laws and Legislation— Wesley E. 
Monk, chairman, Massachusetts; Howard 
P. Dunham, Connecticut; William R. 
Baker, Kansas; Jesse G. Read, Okla- 
homa; Matthew H. Taggart, Pennsyl- 
vania; Ben C. Hyde, Missouri; Charles 
R. Detrick, California; George H. 
Thigpen, Alabama Shelton M. Saufley, 
Kentucky; Carville D. Benson, Mary- 


chairman, 


| Cousins, 


| Oregon; 
| James J. 


|; Clarence C., 





land; R. B. Cousins, Jr., Texas; Robert 


Union Mutual Life of 


of Kansas City, 
Des Moines, and the National Mutua! 
Life of Fort Worth, Tex. 

“One of these companies has been 


adopting the method of sending policies 
to Wisconsin people, asking them to 
complete an application and forward the 
premium as called for in the policy. 
While there is no desire on the part of 
this department to interfere with the 
right of private contract between citi- 
vens of this state and companies of any 
‘ther state, it is the decision,of our su- 
‘reme court that a policyholder in an 
unauthorized company could not secure 


C. Clark, Vermont; William C. Safford, 
Ohio. 

Miscellaneous— Matthew 
chairman, Pennsylvania; 
Porter, Montana; S. A. Olsness, North 
Dakota; Edward Maxson, New Jersey; 
Don. C. Lewis, South Dakota; R. B. 
Jr., Texas; T. M. Baldwin, Jr., 
John J. McMahan, 


H. Taggart, 
George P. 


District of Columbia; 
South Carolina; Dan C. Boney, North 
Carolina; Joseph Button, Virginia. 
Publicity and Conservation—J. CC. Mc- 
Quarrie, chairman, Utah; Clare A. Lee, 
Jackson Cochrane, Colorado; 
Bailey, Louisiana; Edward 
Maxson, New Jersey; J. S. Maloney, Ar- 
kansas; R. S. Burlingame, Rhode Island; 
George Huskinson, Illinois; Amos A. 





Betts, Arizona. 
Rates of Insurance Companies—Ed- 
ward Maxson, chairman, New Jersey; 


Wysong, Indiana; George H. 
Thigpen, Alabama; George W. Wells, Jr., 
Minnesota; Ben C. Hyde, Missouri; J. G. 
McQuarrie, Utah; J. S. Maloney, Arkan- 
sas; Dan C. Boney, North Carolina. 

Rates of Mortality and Interes t— 
George W. Wells, Jr., chairman, Minne- 
sota; Edward Maxson, New Jersey; 
Robert C. Clark, Vermont; Carville D. 
3enson, Maryland; Howard FP. Dunham, 
Connecticut; H. U. gailey, Illinois; 
Matthew H. Taggart, Pennsylvania; C. 
D. Livingston, Michigan. 

Reserves Other Than Life—D. ©. Lewis, 
chairman, South Dakota; William R. 
Baker, Kansas; John E. Sullivan, New 
Hampshire; R. B. Cousins, Jr., Texas; 
Charles R. Detrick, California; J Ss. 


Maloney, Arkansas; tay A. Yenter, 
lowa; D. C. Neifert, Idaho. 

Social Insurance — George P. Porter, 
chairman, Montana; Jackson Cochrane, 
Colorado; Clare A. Lee, Oregon; S. - 
Olsness, North Dakota; D. C. Neifert 


Idaho; Ray A. Yenter, lowa; E. C. Peter- 

son, Nevada; H. U. Bailey, HDlinois; Sam 

T. Mallison, West Virginia 
Standardization of Agents’ Applica- 


tions and Licenses—Howard FP. Dunham, 
chairman, Connecticut; J. S. Maloney, 
Arkansas; C. D. Livingston, Mfchigan; 
William C. Safford, Ohio; Clare A. Lee, 
Oregon; Matthew H. Taggart, Pennsyl- 
vania; M. A. Freedy, Wisconsin; E. C. 
Peterson, Nevada; Sam T. Mallison, 
West Virginia. 

Taxation—John R. Dumont, 
Nebraska; Sheldon M. Saufley, 


chairman, 
Ken- 











tucky; jen C. Hyde, Missouri: H | 
Delgado, New Mexico; Wesley E. Monk, 
Massachusetts; Jesse G Read, Okla- 
homa; James A, Beha, New York; John 
J. MeMahan, South Carolina; E. C. 
Peterson, Nevada. 


Unauthorized Insurance — Robert C. 


Clark, chairman, Vermont; Ray \ 
Yenter, Iowa; T. M. Baldwin, Jr., Dis- 
trict of Columbia; John C Luning, 
Florida; James J. Bailey, Louisiana; Dan 
eS poney, North Carolina; H \. Del- 
gado, New Mexico; C. DPD. Livingston, 
Michigan. 

Unfinished Business — Jackson 
Cochrane, Colorado; Harry \. Loucks, 
Wyoming; George P. Porter, Montana; 
R. S. Burlingame, Rhode Island; Amos 
A. Betts, Arizona, 

Valuation of Securities—James A. 
Beha, chairman, New York; Wesley E. 
Monk, Massachusetts; Robert C. Clark, 
Vermont; M. A. Freedy, Wisconsin; 
George P. Porter, Montana; H,. ©. Fish- 
back, Washington; Edward Maxson, 
New Jersey; R. B. Cousins, Jr., Texas. 

Workmen's Compensation — Ray A. 
Yenter, Jr., chairman, Iowa; George H. 
Thigpen, Alabama; Charles R, Detrick, 
California; James A. Beha, New York; 
John R. Dumont, Nebraska: W. R. Baker, 
Kansas; Ben C. Hyde, Missouri; Clar- 


Wesley E. 
Button, 


Indiana; 


ence C. Wysong, 
Joseph 


Monk, Massachusetts; 
Virginia. 


|action through the courts of this state 


against such unauthorized insurer in 
case of a claim. 

‘There are more than 100 reputable 
insurance companies doing business in 
this state that are complying with the 


| laws, and in view of the decision referred 


to above, it would be our recommenda- 
tion that the people of this state nego- 
tiate only with such companies as are 
authorized to do business here and which 
contribute their just share of taxes to 
the support of the state government, 
something which cannot be said for the 
unauthorized companies.” 











LIFE DEPARTMENT BEING 
ORGANIZED IN NEW YORK 


JOHNSON & HIGGINS PLANS 


Organization, with Eubank as General 
Manager, Will Be Established in 
All Company’s Branch Offices 





NEW YORK, Nov. 
the organization of their 
ment, Johnson & Higgins, 
surance brokers of this city, 
| nounced the apointment of M. F. 


23.—Completing 
life depart- 
general in- 

have an- 


Kane 


and H. Henderson as assistant man- 
agers. Announcement was made last 
week of the appointment of Gerald A. 
Eubank, formerly general agent of the 


metropolitan office of the Aetna Life in 
New York City, as general manager of 
the new life department. 
Have Many Branches 
This life department will be operated 
from New York, but will be represe nted 


in all of the company’s branches. Life 
departments will be established, weal. 
ing under the New York office, in the 
branch offices located at Baltimore, Bos- 
ton, Buffalo, Cleveland, Detroit, Los 
Angeles, New Orleans, Philadelphia, 
San Francisco, Seattle, Havana, Mon- 
treal and Winnipeg. The new depart- 
ment will represent several life com- 


panies and will not take a general agency 


with any one. 
Mr. Kane and Mr. Henderson have 
both been associated with Mr. Eubank 


for several years. Mr. Eubank has been 
operating an independent brokerage of- 


fice since he resigned as general agent 
of the Aetna Life a few months ago. 
INTEREST IN ADVERTISING 


Inter-Southern Life Has Arranged for a 
Series That Will Carry In- 
teresting Stories 





President C. G. Arnett of the Inter- 
Southern Life is inaugurating a system 
of advertising that will attract attention. 
The advertising is to be run in a series 
under the title “Little Life Stories from 
the Field.” The original advertisement 
will be followed by others of a similar 
nature. Each advertisement will deal 
with persons who are now living. The 
stories are drawn from life and out of 


the experiences of home office officials 


and general agents of the Inter Southern 
Life. The Inter-Southern Life ran a 
series of advertisements known as the 
“Tom Wise” series. They were run in 
some of the insurance papers the first 
part of the vear. They attracted much 
attention and have been reprinted in 


permanent book form. Copies have been 
sent to many insurance men throughout 


the country who like the work. 


To Develop Bequest Insurance 


To develop more thoroughly the rela- 
tively new field of bequest insurance, 
the Equitable Life of New York has 
appointed Albert St. Peter supervisor 
of its educational and philanthropic en- 


dowment service, a division of the so- 
ciety’s activities from which much is 
expected. As a former member of the 


Gierhart agency of the company in this 
city, Mr. St. Peter made a particular 
study of life insurance in its relation 
to educational and charitable institu- 
and aided in formulating endow- 


tions, 
ment programs for Wells College of 
New York and Sweet Briar College ot 


Virginia. 


J. C. Welch. manager of the casualty 
department of the A. W. Shell agency, 
and John H. Rader, assistant compiler of 
“The National Underwriter” in Cincin- 
candidates on the blue ticket 


nati, are 
for members of the American Legion 
Council. Edward Boers, an agent for 


the Union Central, and a wearer of the 
distinguished service cross, received for 
special service in the navy, is a candi- 


Gate for the same office on the red ticket. 
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The Investor in an Equitable 
Policy or an Equitable Lite 
Annuity has no 
ticker tape worries 























































Ls it going Up Will the Dividend 
| or Down? fox be Passed ? 

Will Present Earnings ee How far Ahead are 
Continue 7? pond } E Orders Booked? 

Are Gop Conditions | & = A What is the Business 

Good? 5 — > = Outlook Generally? 
Is the Marker ata {74> Shall I Sell or 
Dangerous Level? T= Hold 7? 





EQUITABLE POLICIES ARE PoPULARLY KNOWN AS 
THE GOVERNMENT BonpDs OF LIFE INSURANCE 


The EQUITABLE LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


Thomas |. Parkinson, President 
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THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY’S 


New General Agent 





David O. Johnson 
° $16 Texas Theatre Bidg. 
Sem Antonio, Texas 
“Dave” Johnson was the leading producer in our Dallas Agency. He 
proved also that he was an excellent selector, trainer and supervisor, of 
men, so Sam Weems, his General Agent, wired requesting that we give 
Dave our San Antonio General Agency when the opening occurred. 
Dave is now our San Antonio General Agent. Dave helped Sam. Sam 
helps Dave. That’s the kind of good fellowship you'll find in the Min- 
nesota Mutual. 
Dave has openings in his San Antonio Agency where excellent sales 
helps will be available. The Company has desirable General Agency 
openings in various places, notably 


EI Paso, Texas Toledo, Ohio 


For information write 


Fort Wayne, Indiana 


THE 
MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 




















| YOUR OWN MAGAZINE 


for YOUR V ] e 

ba grade magazine ex- 
POLICY-HOLDERS clusively for you containing 
| and other four pages of copy, advertising 
you, and your company. 
| PROSPECTS Cheaper than circular letters. 
The most efficient and economical method of maintaining 
close contact with your best list of prospects, your old policy- 
holders. 


will publish a high 


Write for sample copy and details. 


HEALTH EXTENSION SERVICE 
INCORPORATED 
1004 Marquette Ave., Suite 206, Minneapolis, Minnesota 






























Keep a 
Complete Record 
of Your Clients! 


A veritable gold mine of leads for more 
business and better collections. That is what 
agents who use the Life Insurance Register 
say— 
It takes just a minute to enter the informa- 
tion in this compact looseleaf book—and then 
you have all the information about your 
policyholder when you want it in the shape 
you want it—No more lost card files or de- 
linquents. It costs nothing to examine this 
great little business builder—use the coupon 
now. 
A GS SS TS A LF A AS A 


Accurate Locse-Leaf Co., 81 Nassau St., New York City 
With the understanding that there is no obligation to purchase ~ ae send 
decide 








me the Life Insurance ister om three days’ =. 

to keep the System I will send my check for $7.25 to cover the entire 
cost. If I decide not to keep it I will return the Register immediately. 
ED ccvncnnccsscceccecscdnencensuneseteéssecadacenevecdeesesees 
EP PPTTPTOTITITTTITITITITITITITT TT LTT TTT 

Geb cecnccccvcesccsce State... cccccccccscceces 





MUCH ATTENTION IS 
GIVEN PENSION PLANS 


(CONTINUED FROM PAGE 5) 
Rubber Company, New York Central, 
Lehigh Valley and other railroads. 

Most Company Sch 1 


In its report the National Industrial 
Conference hastens to add that only 24 
company pension schemes out of 
500 in force in this country are actuarily 
sound and on a funded basis, all the 
cthers with these few exceptions being 
more or less in danger of insolvency as 
pension claims increase—and pension 





claims are bound to increase inasmuch | 


as most schemes have been in opera- 
tion only a relatively short time and 
have not yet reached the point of being 
called upon to bear the maximum pen- 
sion load. When they do, many are 
likely to crash as did the plan of Morris 
& Co., meat packers. In fact, the situ- 
ation is so serious that a prominent in- 
surance executive and pension expert 
has stated in an interview that he did 
not know of six company pension sys- 
tems in the country that any insurance 
company would be willing to reinsure, 
and the whole field of pension funds 
was recently made the subject of in- 
tensive study and research by the in- 
dustrial welfare department of the Na- 
tional Civic Federation. 


Recommendations of Federation 


investigation of 
Edgar, chair- 


After an exhaustive 
the problem, Charles L. 
main of the industrial welfare board, 
made two recommendations: (1) The 
creation of a pension fund within the 
organization itself on an actuarial basis 
calculated by experts, administration to 
be in accordance with established insur- 
ance company practice; (2) a pension 
plan created and maintained for the or- 
ganization by a insurance company, 
which receives all premiums, does all 
administrative work and issues annuities 
when they are due. Among other con- 
cerns which have turned their pension 
schemes over to insurance companies 
are the Cleveland Railways Company, 
Western Clock Company, All America 
Cables, New York Stock Exchange, Na- 
tional Educational Association, Puget 
Sound Power & Light Company, the E. 
A. Woods life insurance agency of 
Pittsburg, and Leedé & Northrup of 
Philadelphia, manufacturers of electrical 
instruments. This last company has 
just had the Metropolitan Life under- 
write an old age retirement plan, for 
about 600 employes. The new retire- 
ment plan supplements an extensive in- 
dustrial relations program which is al- 
ready in operation and includes group 
life insurance and an unemployment 
fund. P 
Advantages of Insurance Plan 


One great advantage of pension plans 
set up by an insurance company for any 
industrial or commercial corporation is 
that the corporation can provide a pen- 
sion system for its employes at a guar- 
anteed maximum cost, at the same time 
relieving itself of all additional activities 
and responsibilities. Second, as stated 
in a report by a special committee of the 
New York Stock Exchange, which 
studied the pension problem three years 
before asking the Metropolitan Life to 
establish a pension system for exchange 
employes, pension funds “administered 
by insurance companies are not only 
guaranteed as to their benefits but have 
actually in experience given greater 
money return for the investment than 
privately administered funds.” Third, 
suci. plans give the employe a legally 
enforcible contract so that he has the 
needed certainty instead of merely a 


Complete Group Protection 


The larger life companies are becom- 
ing increasingly active in the group an- 
nuity and pension field, and their in- 
creased efforts in that field dovetail 
perfectly with their work in other parts 
of the group field. Having reached their 
ideal, they are now able to offer em- 
ployers a complete group cover—(1) 
group life insurance, (2) group accident | 


the | 
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| and health and (3) group protection in 
old age through group annuities. 

How these group covers are used to- 
gether to provide more complete pro- 
tection is well illustrated by a contract 
| recently written by the Equitable Life 


| of New York on the office staff of the 
National Educational Association. The 
| contract provides life protection, dis- 


ability benefits and guaranteed pensions. 
All members of the staff, after three 
months’ service, are eligible to enter the 
| retirement plan. All full-time workers 
amount of required 


with the same e 
| service are given a $1,000 group life 
| policy, with disability benefits. The re- 


tirement annuities also carry a disability 
clause, the maximum monthly disability 
income for men being $250 a month and 
for women $100 a month. 

N. E. A. Plan Explained 


Under the retirement plan individual 
policies are given to both the employe 
and the employer, the latter retaining 
full control of the surrender value, divi- 
dends, assignment and rights of option 
under his part. The employer and the 
employes share equally in making con- 
tributions to buy the group life policy 
and a certain number of units of the 
Equitable’s annuity contracts in accord- 
ance with the following scale: 





Annual 

| Contribution 
By Em- By Em- 
Class Annual Salary ploye ployer 

A Under $1,500 $ 60 $ 60 

B $1,500 to $1,799 80 80 

Cc 1,800 to 2,199 100 100 

D 2,200 to 2,699 120 120 

E 2,700 to 3,299 150 150 

F 3,300 to 3,999 180 180 

G 4,000 and over 5% 5% 


Under this plan the amount of an- 
nuity paid each employe at the normal 
retirement age of 65 depends upon the 
number of annual contributions made by 
him while in the service of the organ- 
ization. In case of withdrawal before 
retirement, the employe receives back 
all contributions made, plus interest. 


Interesting Non-contributary Plan 


_ Individual endowment policies matur- 
ing at age 65 have been used in another 
pension plan recently written by the 
Equitable on a large organization. The 
plan is more restricted than usual, only 
covering about 70 of the company’s ex- 
ecutive staff, including officers, depart- 
ment and assistant department heads. 
They are divided into five groups: (1) 
Those with over two years of service 
and an annual salary of more than 
$1,800 but less than $2,500, are insured 
for $2,500; (2) those with over two 
years of service and an annual salary of 
more than $2,500 but less than $3,500, 
are insured for $5,000; (3) those with 
not less than two years but not more 
than five years of service and a salary 
of $3,500 or more, for $5,000; (4) those 
with over five years of service and a 
salary of more than $3,500 but less than 
£5,000, for $7,500; and (5) those with 
over five years of service and a salary 
of more than $5,000, for $10,000. 

Under this system all employes with 
the necessary service and salary qual- 
ifications are further required to be 
between the ages of 15 and 60 inclusive 
at the register date of their individual 
policies. The policies carry total and 
permanent disability benefits with waiver 
of premium and monthly disability in- 
come of 1 percent of the face value - 
the policy. Unless he dies previously, i 
which case the face value of his a 
is paid to his beneficiary, every member 
of the plan may select at retirement any 
one of the following options—(1) full 
cash payment of the policy; (2) refund 
annuity; (3) joint and survivor annuity; 
or (4) a life annuity paid at then exist- 
ing rates, the present rates being $108 
a year per $1,000 for men with women’s 
rates slightly lower. 

E. A. Woods’ Unique Pian 


Perhaps the most ingenious and com- 
prehensive plan yet evolved is_ that 
established recently by the E. A. Woods 
agency of the Equitable at Pittsburgh. 
The only requirement for eligibility is 
| five years’ continuous service. Regard- 
| less of salary, those eligible may con- 
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Give it the Third Degree 


HEN it comes to deciding upon the company to work for, 


here are the questions to ask yourself: 


1. Is the company well known, or will I be handicapped with 


an unfamiliar name in competition with well known lines? 


2. Does the company cooperate with its agents, or will I 
come up against continual obstacles, limitations, and inade- 


quacies to hinder me in my sales? 


3. Does the company provide its agents with a representative 
line of policies, or will I have to “buck” the competitor who 
can offer his clients insurance service for all his insurance 
needs? 


Choosing a profession and a company to work for is more import- 
ant to you than to anyone else. It is your future and hence it is 
important for you to be as careful in your selection as a company 


would be in selecting you. 


Give the company you favor the Third Degree before you decide to 
go with it. If you have an aim, ability, and enthusiasm, put 


them to work where they will do their best for you. 








fEtna Life 


Insurance Company 
Hartford Connecticut 
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Some choice territory is still open for 
live, wide-awake men of ability. 


Real Old-Time, Life-Time General 
Agency Contract, with liberal first 
year commissions, and Non-For- 
feitable Renewals available. 


We stand squarely back of our agents at 
all times. It is our attitude that 
whatever is best for the producing 
agent is also best for the company. 


Our policies are fair and liberal, the net 
cost on a low, competitive basis. All 
Standard Policies are written, with 
or without Total and Permanent 
Disability, Premium Waiver and 
Double Indemnity. 


Thirty-two years’ experience with 
Monthly Premiums has taught us 
that installment buying is here to 
stay. Our $1.00 a Month Policy 
gets the business where other plans 

fail. Why not investigate? 


Serve and Succeed With the 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


For informaticn regarding territory in Ohio and com- 
missions, call on or write to MOFFITT AND BUCK, 
General Agents for the State of Ohio, Suite 1107—308 
Euclid Avenue Building, Cleveland, Ohio. 






































tribute any amount from $3 to $10 
monthly, while the Woods company con- 
currently contributes such an amount as 
will purchase at the retirement age an- 
nuities of an amount equal to those 
purchased by the employes service con- 
tributions. Members of the plan may 
make additional contributions for the 
purchase of additional annuities. The 
normal retirement age is 65. But upon 
written request to the Equitable, ap- 
proved by the Woods company, a mem- 
ber may retire at any age between 55 
and 70, his annuity being adjusted ac- 
cordingly. 

Death and Disability Benefits 


If a member dies before retirement, 
his beneficiary receives his total deposits 
which have been accumulating at com- 
pound interest. In case an employe 
dies before age 55, the Woods company 
receives no death benefit with respect to 
its contributions, with the result that its 
annual premiums are reduced about 20 
percent. In case a member of the plan 
dies after age 55 but before retirement, 
the company receives practically all its 
contributions paid in behalf of such 
member. The Woods company also 
provides each eligible employe with a 
total and permanent disability benefit of 
$10 a month for every year of service 
after joining the retirement system. The 
maximum disability income is two-thirds 
of a member’s average monthly earn- 
ings for the year previous to disable- 
ment, or $170 a month for men and $100 
a month for women, whichever is the 
lesser amount. Disability benefits begin 
26 weeks after commencement of total 
and permanent disability and continue 
during disability until age 65 or previous 
commencement of old age income. 

Withdrawal Provisions 


If a member withdraws from the plan 
before retirement, he may obtain (1) a 
paid-up deferred annuity purchased by 
his contributions or (2) a cash payment 
equal to death benefit, less a small sur- 
render charge if withdrawal occurs 
within the first five vears. In all with- 


| drawals the Equitable allows the Woods 





company all contributions, plus com- 
pound interest, made by the company in 
behalf of the withdrawing member. A 
master policy covering all provisions 
and benefits of this pension plan is being 
issued to the Woods company, which 
in turn will issue individual certificates 
to each employe member. The Equitable 
also furnished individual notices of pur- 
chases as evidence of all annual con- 
tributions made by both members and 
the company. 

From the end of the second year the 
Woods contract participates in the ap- 
portionment of dividends declared by 
the Equitable, thus further reducing the 
company’s annual premiums. 


Retirement Benefits 


Upon retirement each member will re- 
ceive a refund annuity of whatever 
amount his deposits and those made by 
the company in his half have entitled 
him to. Or he may select other optional 
forms which will pay him in accordance 
with the following scale, based on a 
monthly deposit of $10 a month by the 
employe and a monthly deposit by the 
company sufficient to buy an 
amount of annuities, such deposits be- 
ing paid from age of entry up to age 
65:— 


Joint and 


Age of Life tefund Survivor 
Entry Annuity Annuity Annuity 
25 $2,093.76 $1,754.40 $1,553.50 
35 1,278.24 1,070.88 948.50 
45 700.32 A36.56 A19.80 
55 290.40 243.36 215.54 
These figures are based on the pres- 
ent scale of premiums, interest rates, 
etc. All annuities are payable in equal 
monthly installments. The joint and 
survivor figures are based on the as- 


sumption that it is on the lives of a 
man and a woman of the same age 
Perhaps this plan illustrates better 
than any other the contention of Vice 
President Arthur Williams of the New 
York Edison Company, a member of 
the old age annuities committee of the 
National Civic Federation, who recently 
declared, “Payment to a worker who 
has served long and faithfully should no 








| directly 


equal | 
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STUDY OF LONGEVITY 
OF CATHOLIC SISTERS 


ELABORATE RESEARCH MADE 


Dr. Constantine John Fecher of the 
Catholic University of America 
Gives the Results 


Results of a study of the longevity 
of members of the Catholic sisterhoods 
in the United States have been made 
public by the investigator, Constantine 
John Fecher of the department of eco- 
nomics of the Catholic University of 
America. Dr. Fecher’s study consid- 
ered the lives of 25,000 sisters during 
the period trom Jan. 1, 1900, to Jan. 1, 
1925. 

The results of the study are summar- 
ized by Dr. Fecher as follows: 

(1) The mortality of sisters is lower 
than that of the contemporary white fe- 
males of the population in the United 
States. 

(2) The average length of life of the 
Sister entering the convent at the age 
of 20 years during the period 1900-1909 
is 0.11 of a year greater than that of a 
white female of the population of the 
United States of the same age for the 
period 1901-1910. 

(3) The average length of life of the 
sister entering the convent at the age ot! 
22 years during the period 1910-1924 is 
1.36 years greater than that of a white 
female of the population of the United 
States of the same age for the period 
1919-1920. 

(4) The average length of life of the 
sister entering the convent at the age of 
22 years during the period 1920-1924 is 
2.53 years greater than that of a white 
female of the population of the United 
States of the same age for the period 
1919-1920. No expectancy figures for 
white females are available for the 
riod 1920-1924. 


pe- 


Mortality Was Reduced 


1900 and 1924 there oc- 
curred a substantial reduction in the 
mortality of the sisters. This resulted 
in an addition of nearly four years to 
the life-span of a sister at the age of 
20 vears as compared with the addition 
of 1.38 years to the life-span of a whuite 
female at the age of 22 of the United 
States registration area of 1901 to 1920. 

(6) Slightly more than two years of 
the total increase of four years in the 
life-expectancy of a sister at the age of 
20 years during the quarter of a cen- 
tury were due to the reduction in the 
mortality of the life period age 20 to 
40 years. 

(7) Between the ages of 20 and 40 

years of the sisters for the period 1900 
to 1924 mortality has been reduced 40 
This reduced mortality was 
influenced by a reduction of 
the tuberculosis (all forms) death rate 
of 48.5 percent and the death rate from 
all other causes excluding tuberculosis 
(all forms) of 38.6 percent. 
(8) It was observed that the ratio of 
the tuberculosis (all forms) death rate 
tor the life period in the ages 20 to 40 
years of the sisters as compared with 
the tuberculosis (all forms) death rate 
of the contemporary white females of 
the population of the registration area 
was 138.9 percent, while the ratio of all 
causes of death excluding tuberculosis 
(all forms) was 44.6 percent. 

Dr. Fecher’s study, he says, is the 
beginning of a series of surveys and 
anaylses which may prove of value in 
the solution of certain problems of hy- 
giene and sanitation in American con- 
vents. 


(5) Between 





percent. 


more be designated as a pension than 
payments to a policyholder should be so 


designated. The policyholder pays his 
premiums with money. The worker 
pays his equivalent with _ service, 


through which he creates in some form 
or other a definite and proportional 
value.” 
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The Northwestern Mutual Life 
Insurance Company 


Financing the home and family is the greatest business enterprise in which the American people engage. 
More persons are interested in and confronted with this problem than are involved in any other single obli- 
gation of similar character. 


Responsibility for the maintenance of the family does not cease with death, if a proper sense of obliga- 
tion on the part of the head of the house exists. To aid men in the fulfillment of this most important under- 
taking, The Northwestern has given years of thought and study. 


Realizing that a lump sum paid at death did not cover with certainty and completeness the needs of a 
policyholder—the very needs which were the reasons for the purchase—the Company developed more than 
fifty-five years ago, 1872, an income plan. Crude and inadequate at first, this plan was improved until in 1900 
substantially its present comprehensive and flexible options of income settlement were perfected. 


An earlier conception of life insurance was that it had accomplished its primary function when it had 
served as a medium through which men CREATED estates. Today, the agents of The Northwestern are 
in the vanguard of that great army engaged in CONSERVING estates. Only the minor half of a man's 
obligation is satisfied when the estate has been created; the more important half is the carrying to fruition 
the purpose for which the insurance was bought. 


Northwestern income settlements meet in a satisfying way the needs of its policyholders in providing 
income for wife, child, parent or other dependent. The policyholder may provide: 


(1) That the principal shall be conserved and the income paid to the beneficiary or 
beneficiaries during a fixed period, or during their lifetimes ; 


(2) That the principal and the interest earnings thereon shall be paid to the bene- 
ficiary or beneficiaries over any period of years from one to thirty; 


(3) That the principal and the interest earnings thereon shall be paid over the life- 
times of the beneficiaries. 


These plans are elastic and any one or a combination of two or more of them can be moulded to fit in 
a satisfying way almost every purpose of the policyholder. 


i 


Thousands of the policyholders of The Northwestern, each year, make use of these settlement plans. 


They need, and in an increasing degree are receiving, the advice and assistance of trained and responsible 


agents in arranging these settlements. 


THE NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
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Should Investigate Advertising 


Since Earnest Etmo Carxins, well 
known New York City advertising man, 
delivered himself of sundry and diverse 
observations on insurance advertising, first 
at the meeting of the InsuRANCE ADVER- 
TISING CONFERENCE in Hartford, next 
through the columns of the “Atlantic 
Monthly” there has been much discussion 
as to whether insurance lent itself to 
quantitative advertising and whether 
money spent in institutional publicity 
would bring returns. 

Some authorities in advertising have 
given us their opinions on the subject. 
ALLEN D. ALpert, the distinguished edi- 
tor of the Evanston, IIl., “News Index,” 
gave a most sane talk at the INSURANCE 
ADVERTISING CONFERENCE meeting in Chi- 
cago. President Huntincron of the Con- 
NEcTICUT GENERAL Lire has a letter in 
the November “Atlantic Monthly” in re- 
ply to Mr. Catxins. At the meeting of 
the AmeRICAN Lire ConveNTION in Dal- 
las, a business-like talk on advertising was 
given by Joun Lee MAnIN of New York 
City. Undoubtedly Mr. CaLkrns, in his 
attempt to strike terror in the hearts of 
insurance officials, stirred up their wrath 
instead by his sarcastic reflections on their 
business sagacity and their seeming ob- 
tuseness to the keen shafts of advertising 
solicitation. 

The most advanced step that has been 
taken is the decision of the Bureau oF 
Lirr INSURANCE SALES RESEARCH to make 
an exhaustive study of the possibilities of 
advertising so far as life: insurance is con- 
cerned. The bureau has induced 20 com- 
panies to subscribe $250 each, thus pro- 
viding a fund of $5,000 to make the in- 


vestigation. Company officials themselves 
differ in their opinion as to the value of 
institutional advertising. Some are very 
much in favor of it, and see in it abun- 
dant reward. They feel that while direct 
returns may not be so much in evidence 
the people will absorb some knowledge, 
sales resistance will be broken and the 
cultivation of the field will have been 
started before the agent gets around. Oth- 
ers are not so hopeful. They realize that 
advertising is a great force, but with in- 
surance they say the persuasive power of 
the agent is so much needed that the 
printed word does not go far. They claim 
that almost all commodities are bought 
while insurance has to be sold. People 
do not know whether they want insurance 
or not. They have to be convinced. These 
men take the ground that the great army 
of agents throughout the territory are the 
natural advertisers and publicity men for 
insurance. 

The finding of the Bureau or Lire In- 
SURANCE SALES ResEarcH will certainly 
be of interest. It will be the first time 
that a systematic, intelligent, non-partisan 
investigation will have been made as to 
the virtues of advertising in its applica- 
tion to insurance. It would be well in 
this connection if the fire and casualty 
companies would have a similar survey be- 
fore they launch into an expensive adver- 
tising campaign. If it is decided to start 
a big advertising enterprise it will cost 
thousands of dollars. Will it be worth it? 
We suggest that the question be studied 
in all its phases before the final decision 
is reached and that future steps be 
predicated on known facts. 


Mistaken Impression Is Left 


AT THE recent meeting of the Asso- 
CIATION OF Lire INSURANCE OFFICERS one 
of the speakers stated that a mistake was 
made when a new man is recruited to 
tell him that in life insurance work he 
becomes his own boss. That leaves the 
impression that his time is his own and 
he can do with it as he pleases. He is far 
from being capable of being able to mas- 
ter himself. One of the big difficulties 
in life insurance work is to get men to 
realize that they must devote themselves 
regularly to their tasks as they were com- 
pelled to do in offices or wherever they 
were employed. Very few men are cap- 
able of being their own boss. They must 


rely on some one to lay out their work, 
tell them where to go and what to do. 
They must have regular assignments. 


They are not self-starters and cannot keep 
going without regulation. One of the 
causes of the vast turnover in the life in- 
surance agency field is the use of a hit or 
miss style of training men and looking 
after them after they have started can- 
vassing. It may take years for some 
men to arrive at a point where they can 
be trusted to guide themselves and do 
it properly. 

The speaker was eminently correct in 
asserting that new men especially should 
not be left with the idea that their full 
time is at their own disposal and that 
they can work or not as they choose, They 
should be told that the general agent or 
supervising office exacts a full day’s work 
and that they must see a certain number 


of people every day religiously. 








John J. King, vice-president of the 
Hooper-Holmes Bureau, was given a 
birthday luncheon on the occasion of his 
60th birthday by his four sons, Harold, 
Fred, Charles and Edward. Among the 


guests were about 15 intimate old- time. 


friends of Mr. King, several of them in- 
surance company officials. As a gift Mr. 
King received a handsome marine clock 
and barometer. 


Miss Bertha Strauss of the Pittsburgh 
office of the Equitable Life of New York 
has $700,000 of new business to her 
credit so far this year. This includes 
the work for 10 months. She has been 
a consistent $250,000 producer for many 
years past. Some predict that she may 
reach the $1,000,000 mark this year. Miss 
Strauss started her life insurance career 
as a stenographer with The Edward A. 
Woods agency. She soon desired to 
enter field work and has been successful 
in that regard. In addition to writing 
a number of large individual policies 
she has closed several important group 
cases in the Pittsburgh district. 

A. C. Barber, for a number of years 
insurance commissioner of Oregon and 
now agency superintendent of the Ore- 
gon Automobile, was run down by an 
automobile in Portland the other day 
and suffered painful injuries. The ac- 
cident occurred on the day of his re- 
turn from a hunting and fishing trip 
on the Rogue river. 

Death of George J. Gibson of —o 
Agri- 


Wayne county manager for the 
cultural Life of Bay City, came as a 
shock to his acquaintances in the life 


underwriting field there last week. Mr. 
Gibson succumbed very suddenly to an 
atack of heart disease. He was 51 years 
old. He had been connected with insur- 
ance for the past 22 years, entering the 
field in 1905 at Caro, Mich. A few years 
ago he produced a year’s business total- 
ing $409,500 and took rank among the 
leading agents of the company. He 
went to Detroit in 1918 to become local 
manager of the Bay City company. 
Haley Fiske, president of the Metro- 
politan Life, completed his Pacific coast 
agency tour last week with a visit to 


the Southern California headquarters at 
Los Angeles, and returned directly to 
New York. While on the coast, Mr. 


Fiske, who is in perfect physical condi- 
tion at 75 years of age, was asked how 
he obtained health and a position at the 
head of one of the world’s largest finan- 
cial institutions. His laconic reply was 
“work.” Asked if he had any hobbies 
other than work, he said not and added 
that he does not have time to play, but 
leaves golf and other games to the 
younger members of his organization 
who have more leisure. “It seems to 
me it is rather a silly thing for a man 
to chase a quinine pill around a field all 
day, and I am not going to start now, 
he remarked. “Every morning for 20 
minutes I do the setting-up exercises 
broadcast by our health department, 
and I walk a great deal. That is all 
the exercise I get. It and work have 
spelled success for me during the last 
30 or 40 years.” 

C. Petrus Peterson, general counsel of 
the Bankers Life of Nebraska, who was 
elected secretary of the Legal Section of 
the American Life Convention at its 
annual meeting in Dallas, has taken high 
rank among life insurance legal advisers. 
and has appeared on several occasions 
as a speaker, not only before the Amer- 
ican Life Convention and its affiliated 
organizations, but also at similar meet- 
ings in the east. He is a native of 
Nebraska, born on a pioneer farm there 
in 1880. He is a graduate of Augustana 
college, Rock Island, Ill., and the law 
school of the University of Nebraska. 
After practicing law at Wahoo. Neb., 
for two years, he went to the Lincoln 
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Cc. PETRUS PETERSON 


in 1911, entering partnership with C. O. 
Wheedon, then general counsel of the 
Bankers Life of Nebraska. Mr. Wheedon 
died in the spring of 1913 and was suc- 


ceeded as general counsel by Mr. 
Peterson. 
He has taken an active part im 


Nebraska politics, serving two terms in 
the lower house of the Nebraska legis- 
lature and one in the state senate, and 
also in the constitutional convention in 
1919-1920. He has been city attorney 
of Lincoln since 1915, serving under 
both Republican and Democratic ad- 
ministrations. He is prominent in 
Masonic affairs and was designated for 
the 33rd degree in Scottish Rite Masonry 
last month. 


The Bankers Life of Iowa already 
boasts one “millionaire” of 1927 with the 
year only at the ten-month mark. Jos- 
eph Janciar, field force leader and mem- 


ber of the Pittsburgh agency, is the 
salesman who has now passed the 
$1,000,000 mark for his second con- 
secutive year. On Nov. 1, Mr. 


Janciar had a paid-for total of $1,003,- 


500, to which total he had contributed 
$259,000 in October. Mr. Janciar’s 
$1,000,000 years and his years of life 


insurance selling coincide exactly. He 
has not yet completed his second year 
life insurance salesmanship, and he 
twice seen his name listed as a 
$1,0UG,000 producer. 
T. H. Tomlinson, 
member, who was a fellow-millionaire 
with Mr. Janciar in 1926, was hover- 
ing close to the coveted goal on Nov. 
1. His total was $971,748. J. R. Brown 
of Chicago was third with $707,000. 
H. G. Johnson of the Pittsburgh Agency 


Madison agency 


stood fourth with $598,000. W. A. Mc- 
Kinney, Decatur, IIl., was fifth with 
$551,502. C. H. Workman and J. 


Newburn, both members of the G. R. 
Craft Cleveland agency, completed the 
list of half-million or better producers 
with totals of $506,125 and $504,000, re- 
spectively. 


A. L. Hart, who for the last year and 
a half has been superintendent of 
agencies of the central department. em- 
bracing Kansas, Missouri and Okla- 
homa, of the Great Republic Life, with 
headquarters at Kansas City, Mo., re- 
signed this position, effective Novem- 
ber 1, to enter the general agency field. 
Prior to entering the service of the 
Great Republic, Mr. Hart was connected 
with the Great American Life at Hutch- 
inson, Kan., and he was also for several 
vears prominent in the field of the Des 
Moines Life & Annuity, later being 
elected vice president in 1920, and in 
1922 he was elected president of the 
company. 
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LIFE AGENCY CHANGES | 

















CANADA TO OPEN AT BUFFALO 
James R. Brown Named as General 
Agent and Will Open Offices on 
Dec. 1 





James R. Brown has been appointed 
manager of the Canada Life at Buffalo, 
N. Y., where he will establish the com- 
pany. The Canada Life entered that 
state last year, its first office being in 
New York City. Mr. Brown’s head- 
quarters will be at 1001 Genesee build- 
ing and will be ready for occupancy 
Dec. 1. 

Mr. Brown was formerly with the 
Aetna Life. For a short time he was 
general agent of its 34th street branch 
in New York City, established July 1 
last. He has done agency development 
work in Boston, Indianapolis and Chi- 
cago and was general agent in New 
Haven, Conn., prior to opening the New 
York City office. He plans to build a 
staff of full time agents for the Canada 
at Buffalo. 


G. G. Muller 


G. G. Muller has been appointed gen- 
eral agent for the Montana Life at 
Lewiston, Ida. Mr. Miller has had con- 
siderable experience in the life field and 
has made a good record as a producer. 


William Ittman 


William Ittman has been appointed 
agency manager for the Equitable Life 
of Iowa in Boston, following the resig- 
nation of D. E. Ruggles. 

Mr. Ittman is a life underwriter of 
experience and ability. For the past 
seven years he has represented the 
Aetna Life in Boston with much suc- 
cess. Mr. Ittman attended Cornell Uni- 
versity, had a good preparation for life 
insurance work, and is a million-dollar 
producer. 








J. F. Kerfoot 


J. F. Kerfoot has been appointed super- 
intendent of agents for the National Life 
of Vermont in Wisconsin by Frank E. 
Pettric, manager for the company in that 
field, and will work out of the Milwau- 
kee office. He has had considerable ex- 
perience in life insurance, being with the 
Equitable Life of New York at the 
Des Moines branch for five years, and 
for the past two years doing life insur- 
ance organization work in Wisconsin, 
with headquarters at Madison. 


J. D. Van Sickle 

J. D. Van Sickle of Rockford, Ill., has 
been appointed general agent of the In- 
ternational Life for that district. He 
has been connected with the Equitable 
Life of Iowa. He entered the service of 
that company in May, 1922, as a part 
time agent. He was then in the retail 
hardware business. He holds a record 
of 128 weeks of consecutive production 
with that company. 








Michigan Officers Elect 

At the annual meeting of the Michigan 
Life Company Officers Associatior, 
F. F. McGinnis, president of the Agri- 
cultural Life, was elected president. The 
other officers named were: Treasurer, 
S. A. Lambert, secretary, Agricultural 
Life; vice-presidents, C. L. Ayres, pres- 
ident of the American Life of Detroit; 
M. E. O’Brien, president of the Detroit 
Life, and N. P. Hull, president of the 
Grange Life of Lansing. This asso- 
ciation is composed of officers and actu- 
aries of the life companies located in 
Michigan. 





Victory Life Enters Michigan 
The Victory Life of Chicago, which 
specializes in life underwriting among 
members of the colored race, was 
granted a certificate of authority in 
Michigan last week. 

















A Policy 
For Every Applicant 


The Lincoln National Life is now 
in position to offer everybody a policy. 


In addition to its wide scope of 
policies written over an age range of 
from 1 day old to 70 years and its sub- 
standard service covering employment 
hazards and physical impairments, it 
presents a Retirement Income Policy 
written upon men or women without 


physical examination. 


The Retirement Income Policy, 
which has death benefits, cash surrender 
values, loan values and providing either 
a life annuity or refund annuity to begin 
at an age elected by the insured, gives 
Lincoln National Life agents a chance 
to offer some form of policy to every 


applicant. 
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The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character” 


Lincoln Life Bldg. 


Fort Wayne, Ind. 


More Than 500 Millions in Force 
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198 PEOPLE 


198 PEOPLE in the Home Office of the Pan- 
American Life have had it deeply 


impressed upon them that the 
Agency Organization is the life 
blood of the Company. 

198 PEOPLE in the Home Office of the Pan- 


American Life realize that their first 
duty is to the agent—to the man in 
the field whose production makes 
their position possible. 
PEOPLE in the Home Office of the Pan- 
American Life are striving day after 
day to make the work of our repre- 
sentatives easier and their produc- 


198 


tion bigger. 

All of which is just another reason why the Pan- 
American Life is a good Company to be associated 
with. 
Pan-American Service includes — 

educational Course 

Individual Sales Planning 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and Health Policy 

Substandard Insurance for Under-Average Lives 

(group Insurance 

All Forms of Accident and Heaith Insurance 
\Ve have a few attractive general agency openings 
for men not at present attached, who measure up to 


Pan-American ideals. 


E. G. Simmons 
Vice-President and General Manager 


PAN - AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis 
President 
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SAVINGS BANK LIFE FIGURES!|HONOR PAID E. M. FRANCE 


Report on Operation of System in Massa- 
chusetts Given Out by Deputy of 
Insurance Department 


BOSTON, Nov. 23.—The amount of 
savings bank life insurance now in force 
in Massachusetts exceeds $49,500,000, 
62,000 policies, according 
to a report given out by Deputy Com- 
missioner Alice H. Grady. This means 
that the business of the insurance de- 


a net gain of nearly $6,000,000 for the 
year ending Oct. 31. 


| 
General Agent of State Mutual Life at 


partments of the savings banks has made | tion. He 


| most efficiently. 


Cleveland Rounds Out 
25 Years 


E. Miller France, general agent of 
the State Mutual Life in Cleveland cel- 
ebrated the 25th anniversary of his as- 
sociation with the company last Fri- 
day. Mr. France is one of the most 
successful and highly esteemed general 
agents in the State Mutual organiza- 
has conducted his business 
There was a luncheon 


| at noon and a business meeting in the 


The premium income for the year was | 


Death claims paid were 
Dividends of more than $400,- 
were paid. There are 105 banks 
identified with the system, of which ten 
savings banks have established 
ance departments, so that one may take 
out a maximum policy for $10,000, $1,000 
the limit permitted in any one 


$1,580,000. 


being 
bank. 

The system was established 19 years 
ago and in that time nearly $9,000,000 
have been received in premiums. The 
income from investments has been $1,- 
460,000; total death claims, $1,300,000; 
dividends over $2,000,000 and cash sur- 
render values have been paid to policy- 
holders amounting to more than $500,- 
000. 

The funds now on hand in reserve and 
surplus for the protection of policyhold- 
ers exceed $5,000,000. The system han- 
dles emplovers group, deferred annuities 
and immediate annuities as well as level 
premium life. 


Wilkes-Barre Producers Honored 


Eight members of the Shaw & Cough- 
lin agency, Connecticut General, Wilkes- 


insur- | © 
| G. Merrell, 





Barre, Pa., were at the home office for 
a visit last week. These eight men 
made exceptionally good records in a | 


business re- 


Wilkes-Barre 


new 
cently conducted by the 
othce in honor of a L 
superintendent of agencies. H. 


fany wrote the largest amount of pre- 
miums and A. A. Bavitz made a record 
of 32 days’ continuous production in- 


cluding Sundays. O'ther agents who 
qualified for the trip to Hartford include 


W. J. Heckman, L. Glass, Jr., R. 
Llewellyn, S. C. Miles and E. W. 
Wright. General Agents H. S. Cough- 


lin also was a guest of the home office. 
Morgan qualified but was un- 
able to attend. 


Hartford Lecture Course 


lecture in the course in 
and life insurance 
manship under the auspices of the Hart- 
ford Life Underwriters’ Association was 
given by L. B. Hendershot, educational 
director of the Connecticut General Life. 
This described the “Functions of Life 
Insurance.” Following this, George L. 
Hunt, general agent of the New Eng- 
land Mutual, spoke on “Prospecting.” 

This course of twenty lectures started 
Nov. 7 and will continue for ten weeks, 
two lectures being given each Monday. 
Most of the life insurance companies 
of Hartford are represented in the list 
of lecturers, and probably no other asso- 
ciation of life underwriters could find 
sO many insurance men in their own 
community as well qualified to present 
a course of this kind. 


The 


se cond 
sales- 





Life Men on Tax Committee 


J. C. Bristow, general agent for the 
Home Life of New York, and Ralph P. 
Harrison, general agent for the Union 
Central, have been appointed members 
of the tax committee of the Richmond, 
Va., chamber of commerce. One of the 


duties of the committee is to keep track 
of tax legislation in the general assembly. 


afternoon, the leading agents being in 
attendance. Secretary D. W. Carter and 
Superintendent of Agents Stephen Ire- 
land were present from the home office. 
The following general agents went to 
Cleveland in honor of Mr. France: F. A. 
3uffalo; F. A. Johnston, 
Pittsburgh; George A. Lott, Dayton, 
O.: E. R. Stringer and Norton Ives, 
Detroit; A. S. Hall, Columbus, O., and 
E. R. Sycks, Cincinnati. 


LITTLE FLOOD DAMAGE TO 
NATIONAL LIFE OF VERMONT 


VT., Nov. 23.— 


been received by 


MONTPELIER, 
Many inquiries have 
the National Life of Vermont as to the 
extent of damage to the National Life 
building in Montpelier caused by the re- 
cent flood. 

According to Vice-president Harry M 
Cutler the building structure itself was 
uninjured. Water reached within one 
inch of the first floor level, but did not 
enter the first floor. The basement was 
flooded, causing severe damage to the 
printing plant, basement files and sup- 
plies. Fortunately, the power plant was 
located in a separate building on higher 
ground so that steam heat was available 


| immediately and the major part of the 


Cole, assistant | 
D. Tif- | 


} ments 





electrical equipment was put into service 
within a week 

No officer or employe was injured, all 
are at work, and the company business 
is going forward as usual except for de- 
lays incident to delayed mails and the 
absence of supplies. 

It is estimated that the property dam- 
age to the company will not exceed $25,- 
000, notwithstanding the fact that state- 
have appeared in some of the 
papers indicating a more serious damage. 


Morristown Agency Entertains 


The local office of the Mutual Life at 
Morristown, Tenn., of which S. K. Mc- 
Afee is district manager, entertained 
several persons prominent in life insur- 
ance circles in the Tennessee hotel with 
lunch after which a business session was 
held. Col. J. D. Torrey, manager of 
the Nashville agency, was toastmaster 
and called upon every one present for a 
short talk of an informal nature. Jeff 
B. Marmon, manager of the Memphis 
agency, and a number of local repre- 
sentatives from other Tennessee towns 
were in attendance. 





McMahon Gave a Talk. 


EE. M. McMahon, insurance trust 
officer of the Equitable Trust Company 
of New York City, detailed the opera- 
tions of the insurance trust plan of the 
corporation in an address to agents of 
the Guardian Life of the metropolitan 
territory. 


Frey Assistant to President 
Jerry B. Frey has been appointed as- 
sistant to the president of the Union 
Standard Life of Dallas. Mr. Frey has 
been general agent of the Royal Union 
Life of Des Moines, which position he 
resigned to accept his new post. 
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CALIFORNIA 


MARYLAND 


TRusT COMPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


NEW YORK 

















A Life Insurance Trust furnishes 
the additional safeguard. 


YOU CREATE—WE CONSERVE. 


CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So, Spring St. 
LOS ANGELES 


“The Trust Company of the 
California Bank Group” 





ILLINOIS 








protects beneficiaries of life insur- 
ance trusts from loss on interest bearing 
securities of our selection. 
The nature and extent of this under- 
taking are set forth in a declaration of 
trust available on request. 


CHICAGO TITLE & 
TRUST COMPANY 


J 


| 
Cc $2,000,000 Special Reserve Fund 
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TRUST COMPA 









Northwest. Corner \~ 
Calvert and Redwood Streets 
BALTIMORE 


Robertson Griswold Vice President and Trust Officer 








MASSACHUSETTS 











New England’s 
Largest Corporate Fiduciary 


Individual Trusts. . .$133,000,000 
Corporate Trust 898 ,000,000 
Agency Acceunt . .348,000,000 


TRUST DEP4RTMENT 


OLpD COLONY 


Trust CoMPANY 




















MINNESOTA 








ix be swung over to the 
ts g trust company form of ad- 
% 


ministration will double his 


i i ag underwriter who can 





business.’ 


Excerpt from an article by 
@ prominent underwriter. 


First Trust and Savings Bank 


Chicago 

















The Oldest and Largest 
Trust Company in the 
Northwest 


Charles V. Smith, Vice President and Trust Officer 
C. E. Drake, M. K. Mark, Assistant Trust Officers 


THE MINNESOTA LOAN & TRUST CO 


MINNEAPOLIS. MINNESOTA 























March 18, 1891, is the date 
of the first Insurance Trust 
Agreement drawn by us. 


THE NORTHERN 
TRUST COMPANY 


CHICAGO 

















THE 
PEOPLES TRUST AND SAVINGS 


BANK OF CHICAGO 
MICHIGAN BOULEVARD at WASHINGTON STREET 
CHICAGO 


Earle H. Reynolds 
PRESIDENT 


R. B. Upham 
VICE-PRESIDENT 
Floyd B. Weakly 
SECRETARY & TRUST OFFICER 
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NEW YORK 
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THE CHASE NATIONAL BANK | 


OF THE CITY OF NEW YORK 
57 Broadway 
TRUST DEPARTMENT 


VICE PRESIDENTS 

George E. Warren 
TRUST OFFICER 
George A. Kinney 

ASSISTANT TRUST OFFICERS 

Howard F. Walsh George J. Runge 
George L. Pierce Oliver B. Hill 
Edward S. Dix Vincent L. Banker 

Frederick Pintard 


Reeve Schley 


























Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance 
man. The National Underwriter takes great 
pleasure, therefore, in presenting to its readers 
this new listing of responsible financial institu- | 
tions which are particularly well equipped to | 
render valuable service to the life insurance man | 


| 


A New Department | 
| 


dealing with Life Insurance Trust and other 
Estate Problems. 


The National Underwriter 
CHICAGO 


| 
| 





| CHARTERED 1822 


“T’ll Make Assurance Double Sure” 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 




















THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 




















‘a Company is glad to codperate impar- 
tially with all insurance representatives 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 


140 Broadway 











We have a sympathetic understanding 
of the life underwriter’s problems. 





Central National Bank } 


of Cleveland 


PENNSYLVANIA 








An Insurance 
Trust 1s Safe, 
Economical 
and 
Convenient 





Chartered 1836 


Girard Trust Company 


Broad and Chestnut Streets, Philadelphia 
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AGENTS HEAR CITY ATTORNEY 


—_—_—— 


William D. Saltiel of Chicago Addresses 
Sales Staff of Herman Hintz- 
peter Agency 





William D. Saltiel, Chicago city attor- 
ney, addressed the Herman Hintzpeter 
Chicago general agency of the Mutual 
Life of New York last Monday on “Ele- 
ments That Make for Success,” giving 
the agency force an inspirational urge 
that was enthusiastically received. Mr. 
Saltiel confined himself to the Chicago 
scene, saying that the city presents the 
most inspiring spectacle among all the 
cities of the world in that the spirit of 
progress permeates its life in all its 
aspects. 

“Chicago,” he said, “leads the nation 
and the world today in the amount of 
construction work being done, carrying 
on and planning building operations at 
a time when almost all of the other large 
cities of the country are in a decline so 
far as new construction is concerned.” 

With reference to selling, he said an 
attorney applies every day the same 
principles of selling that an insurance 
agent consciously or unconsciously ap- 
plies, and that finally the work of the 
men in two professions is very little 
different. 





Form Protection Association 

Incorporation papers have been issued 
by the North Dakota secretary of state 
to the Priests Protective Association of 
the Diocese of Bismarck. The object of 
the organization is to provide group in- 
surance and old age pensions for priests 
of the diocese. Incorporators are Rev. 
A. Wagner, Kenmare; Rev. B. Schmitt, 
Dickinson, and Rev. J. J. Raith, Minot. 


BRAND BUILDS AGENCY STAFF 
New Chicago General Agent of Lincoln 
National Life Creating Full 
Time Selling Force 





Enoch J. Brand, who was recently 
appointed general agent in Chicago for 
the Lincoln National Life, is rapidly 
building a full-time agency staff. He 
expects that by the first of the year he 
will have as many men as his present 
offices will accommodate. 

Mr. Brand is a strong believer in 
keeping his men away from the cold 
canvass method of working, and there- 
fore, precedes the agents’ calls in every 
case possible with a letter that acquaints 
the prospect with each agent’s proposal. 
Each man makes a specified number of 
calls each day. This procedure permits 
of making an analysis of each man’s 
work at the end of the week. Errors 
of method are discovered and an effort 
is made to correct them before the next 
week begins. 

Immediately prior to making his Lin- 
coln National connection Mr. Brand 
was with the Bowes, Rogers, Tansill & 
Welch agency in Chicago. Previous to 
that he was with the Travelers in Chi- 
cago and in the east. 





GOOD GAIN FOR MINNESOTA 





Increase of 15 Percent in Production 
Forecast by President of Minne- 
apolis Life Underwriters 


MINNEAPOLIS, Nov. 23.—An in- 
crease of 15 percent in the amount of 
new life insurance written in Minnesota 
| this year is forecast by James Quinn, 








president of the Minneapolis Association 
of Life Underwriters. The total for the 
state in 1926 was $205,000,000. Minne- 
apolis this year will approximate the 
$60,000,000 mark as compared with $51,- 
250,000 written last year. 

With several companies reporting 
business from 10 to 25 percent over that 
of last year, Mr. Quinn estimates that 
the average increase will be 15 percent. 
No estimate of the amount of death 
claims paid in Minneapolis are available 
at this time. In 1926 a total of $6,656,- 
200 was paid to the estates of insured 
persons. 

“The general improvement in business 
conditions, following the harvesting of a 
good northwest crop, undoubtedly has 
had some effect on the insurance busi- 
ness,” Mr. Quinn said. “However, it 
must be remembered that insurance does 
not parallel the rise and fall of other 
business. Even in periods of depression, 
the life insurance total has continued to 
rise, because death comes whether busi- 
ness is good or bad. For this reason life 
insurance policies are sold when there 
is little demand for other forms of in- 
vestment.” 





Opens South Chicago District 


The Federal Union Life of Cincinnati 
has opened a new office in Chicago to 
be known as the “South Chicago Dis- 
trict.” The superintendent is Joseph 
Siracki, who has been special canvasser 
visiting offices throughout the territory 
and working with the men. He orig- 
inally came from the Chicago office. He 
will start with four or five debits in his 
district and expects to have ten men 
working in a short time. The Chicago 
territory is in charge of Manager Joseph 
E. Roy. 





Regional Meeting at Fargo 


Eighty-five representatives and district 
managers of the Equitable Life of New 
York were in Fargo, N. D., last week 
for a district meeting. Three officials of 
the district office in St. Paul attended, 





W. W. Klingman, agency manager; 
F. A. McCartney, group supervisor, and 
W. L. Boyce, agency superintendent, 
former district manager in North Da- 
kota. 

The St. Paul men gave talks at the 
afternoon session and at the banquet 
G. H. Nesbit, vice-president of the First 
National Bank, spoke. Local examiners 
for the company at Fargo and Moor- 
head, Minn., were invited to attend. 





Announce Federation Executive 


The personnel of the executive com- 
mittee of the Insurance Federation of 
Wisconsin for the coming year has been 
announced by John A. Keelan, president 
of the Federation. E. A. Piebenbriik, 
vice-president of the Wisconsin Mutual 
Liability, Milwaukee, is chairman of the 
committee. John E. Reilly, secretary- 
treasurer of the Old Line Life, Milwau- 
kee, represents the life companies and 
agents; S. A. Oscar of the Beavers, 
Madison, the fraternals, and Mr. Keelan, 
who is agency superintendent of the 
Time Insurance Company of Milwaukee, 
represents the health and accident com- 
panies. 





Leading Bankers of Iowa Agencies 


Four Bankers Life of Iowa agencies 
had total paid-for productions greater 
than $5,000,000 for the first 10 months 
of 1927. The DeForest Bowman agency 
of Chicago was in the lead with $7,182,- 
231, and has two months remaining in 
which to shatter the existing record of 
$7,606,191 established by the Indianap- 
olis agency last year. The G. F. Mur- 
rell Pittsburgh agency was second with 
$6,039,500 on Nov. ist. C. A. Reed’s 
Los Angeles agency stood third with 
$5,675,180, and the Indianapolis agency, 
last vear’s leader, was fourth with a 
paid-for figure of $5,594,199. 


Assistant Secretary Samuel J. Roberts 
of the Acacia Mutual Life Assn, has 
gone to Detroit, to help in the expan- 
sion program of the Detroit branch. 








entered the state. 


65 years. 


a real business for yourself in this state. 
It writes double indemnity and total disability. 
men. Low cost is a feature of this insurance. 


Do not delay in writing A. O. Hughes, vice-president in merece of nates for complete details regarding 
the territory you desire to secure. le cae etel 


Farmers National Life Insurance Company 


Announcing Our Entry Into 


And the Consequent Opportunity Offered 


AGE 


NTS 


OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 


WISCONSIN 


Capable men desiring to build their own general agencies have an unusual opportunity to obtain ex- 
clusive territory of their own choice in this great state with The Farmers National Life which has just 


This progressive young company has an agency contract in the line of policies that enable you to create 
The company accepts all classes of life risks ages one day to 
Women are accepted on the same basis as 
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| SOUTHERN FIELD 


amore || ROYAL UNION LIFE | 
Failure to List Previous Rejections in 
wcnttiree ac" INSURANCE COMPANY 
Contract 


False Representations in Application DES MOINES, IOWA 
for Life Policy in Respect to Prior 
Application for Insurance Held to 
Vitiate Policy.—In Mutual Life vs. Den- 
ton, supreme court of Florida, 112 So. 
53, an action was brought to recover 
on certain life policies. They were 
issued in April, 1922, and insured died 
: in September of the same year. The 
‘ company denied liability on the ground 
that the insured had made misstate- 
ments in the application in respect to 
his making prior application for insur- 
ance. 

The evidence tended to show that the 
insured stated that he had not made ap- 
plication for prior insurance, and that 
in fact he had made such application to 
other companies and been rejected. The 
trial, however, resulted in a judgment 
in favor of the plaintiff. On appeal the 
higher court in reviewing the record, 
and in reversing this judgment, said: 

“It would seem to be unnecessary to 
cite authorities in support of the prop- 
osition that the disclosure sought by the 
question was as to a material fact neces- 
sary to be ascertained to enable the 
company adequately to estimate the 
nature of the risk in the event it should, 
in view of all the facts, issue the policy, 
and that an untrue answer would vitiate 
the policy * * * The judgment is 
reversed, with costs to be assessed 
against the plaintiff in error.” 





























‘*Seeing 
John and Mary 
Throug 


One of our agents—Mr. A. W. 
Tolg—has just written a most 
remarkable paper telling how he 
helps parents provide an Educa- 
tional Fund for their children 
through the medium of our 
Juvenile Policies. 





Our Juvenile Policies are written 
from age 1 day old up to nearest 
9 years, 


If you are at all interested in 
the tremendous possibilities of 
the juvenile field we will be 
pleased, merely upon your re- 
quest,to send you a reprint of 








United Fidelity Expands Sere. i Agent Tolg’s illuminating arti- | 
The United Fidelity Life of Dallas aay : 
has been admitted to Alabama, having Royal Union Life Building cle Seeing John and Mary ; 
appointed J. Ware Walker state man- Cor. Seventh and Grand Ave., Through. 
ager. Mr. Walker has had many years Des Meines, lows 
of experience in the management of . 
agents. 





D. Easley Waggoner, vice-president 
of the United Fidelity, was in Little 
Rock last week and reports the agency 

in fi ; Joe H 


there in fine shape. . Langhorne 


is state manager and has the state well 
organized, having appoigted 60 agents 
| who are producing more than $100,000 

a month. The company was licensed 
- So 7 fe ag this year. 

he United Fidelity Life now has in 

force $24,000,000, and will crowd the A. Cc. TUCKER, President 
$25,000,000 mark by the end of the 
year, which will be the closing of its 
seventh year in business. It is now 





























The Liberating Highroad Con mu topics 


Byroads may be peaceful pathways, but they do not 














lead to ambitious destinations. Fear keeps many from . : 
joining the great procession that moves along the highway (Topics of The Connecticut Mutual) 
to success. They mistakenly fear they lack ability, and! Vol. II November, 1927 No. 11 





they shelter themselves in a salaried position whose future 
is not satisfyingly bright. Life insurance salesmanship is 
| 


a liberator of such men. Cast out fear, have faith that you ° 
are as capable as other men, learn how fine an opportunity Making (ood 


life insurance provides, and then leave the byway for this 


highw. whi ousands and thousands are happil . 

~ po Sgt Appesaasiaadinss acaiinattiaeaaed Leaders Club Membership 
Confer with the nearest Penn Mutual General Agent, for 1926-27 is 25% greater 

or write direct to our Home Office, if you are ambitious, in- ° . 

dustrious, and desire success. than in any previous year 


The Penn Mutual Life Insurance Company in our history. 


Independence Square, Philadelphia, Pa. THE CONNECTICUT MUTUAL 














el a a al a LIFE INSURANCE COMPANY 
HARTFORD 
Goosen &. denae ar kaos Ue aa Gan Gee Gee Gon oe ae 1846 Over 80 years in Business 1927 























YUM 


28 THE NATIONAL UNDERWRITER 


November 25, 1927 











The Direct Agency System a Success 
One Hundred Millions in Force 






It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (1934) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 














“TWO HUNDRED MILLION IN '32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
Cc. W. Branden, President D. E. Ball, Vice-President and Sec’y. 








THE COMPANY THAT HAS 
THE FIELDMAN’S VIEW- 
POINT. IT IS SANELY p. 





F ee 






THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 





















PROGRESSIVE AND THE 
FIELDMAN HERE GETS HIS Sy 








BIG OPPORTUNITY TO * 
MAKE GOOD 
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NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


au CHICAGO ......--.+55 ROBERT D. LAY. Paasioent 








doing business in Texas, California, Ar- 
kansas and Alabama. 


Named Southern Superintendent 


The Central Life of Iowa announces 
the promotion of J. W. Rivers to the 
superintendency of the southern field, 
composed of the states of Arkansas, 
Oklahoma and Tennessee, with head- 
quarters at Little Rock, Ark. Mr. 
Rivers has been a member of the J. D. 
Arnold Co., of Little Rock, for several 
years, and has ranked among the leading 
producers of the company. 


Bailey & Collins Life Company 


Bailey & Collins of Dallas, operating 
the Fidelity Union Fire and Fidelity 
Union Casualty, are organizing a life 
company, with capital and surplus of 
$125,000. It is probable Carr P. Collins 
will be chairman of the board but the 
other officers are not named in the letter 
addressed to stockholders of the other 
Fidelity Union companies, which offers 
stock at $200 per share, and says the 
president will be one of the most suc- 
cessful business men of Dallas and the 
vice-president and agency director will 
be a young business man who has been 
in the life insurance business for 15 years 
and is particularly fitted for this branch 
of the work. 


Oklahoma Ruling Announced 


In an opinion to Commissioner Read 
of Oklahoma, Attorney General Dabney 
construed the Oklahoma insurance law 
to mean that persons over 55 years of 


of boards of directors of mutual benefit 
associations, but the statute prohibits 
them being issued tbenefit certificates. 


Loaning Money Not Doing Business 

The Oklahoma attorney general has 
given *the insurance commissioner an 
opinion relative to foreign insurance 
companies loaning money in the state, but 
not otherwise doing business. Under the 
Oklahoma insurance laws all foreign 
companies doing business in the state 


cense fees and other provisions. The at- 
torney general holds, however, that loan- 
ing money in the state is not “doing 
business” as contemplated by the statute, 
and therefore foreign companies making 
loans are not required to pay the usual 
license fee, and comply with other pro- 
visions of the law governing insurance 
companies. 


Globe Life Licensed in Arkansas 


The Globe Life of Omaha, organized 
under the laws of Delaware, has been 
licensed in Arkansas. The company was 
organized by and is officered by a group 
of men connected with the Woodmen of 
the World. Commissioner Maloney and 
Farrar Newberry, state manager of the 
Woodmen of the World, were desig- 
nated as agents for service. 


Conclude Southern Tour 


Frank P. Manly, president, and Joe 
C. Caperton, second vice-president of 
the Indianapolis Life, have been visit- 
ing the company’s four branch offices 
in Texas, at Dallas, Houston, Fort 
Worth and San Antonio, and are ex- 
pected back at the home office some 
time this week. November is “Policy- 
holders’ Month” with the company, and 
a good volume of business is reported 
to be coming in. 


Receiver for Arkansas Companies 
The Arkansas department has declared 
the Commonwealth Life and Common- 
wealth Accident of Little Rock insolvent 





and their accounts have been turned over 


| to the attorney general for liquidation. 


age may be incorporators and members } 


The life company was formed in June, 
1925, and the accident company in De- 
cember, 1926, as stipulated premium. 8S. R. 
Thomas was president and W. A. Me- 
Callum treasurer. 

The petition for the appointment of a 
receiver was granted by Chancery Court 
and S. L. White of Little tock was 
named receiver. Another move to obtain 
a receiver for the companies was made 
by Attorney General Applegate. Chan- 
cellor Dodge announced that the hearing 
would be continued and promised to con- 
sider any objections to Mr. White as 
receiver or any suggestions as to who 


must comply with the law requiring li- | should be named. 














PACIFIC COAST AND MOUNTAIN FIELD 











NOT FORFEITED 
Oregon Supreme Court Holds Agent 
Who Made New Connection Was 
Still Entitled to Commission 


RENEWALS 





Provision of agency contract whereby | 
agent forfeited commissions if he failed 
to promptly remit held waived by in- 
surance company; in view of whole 
contract, held agent did not forfeit com- 
missions véhen he took {employment 
with another company contrary to terms 
of agency contract.—In Bohrnstedt vs. 
Travelers, Supreme Court of Oregon, 
259 Pac. 419, the plaintiff brought an 
action to recover commissions on re- 
newal premiums under an agency con- 
tract. The contract was entered into 
in 1917 and terminated_in 1921 by the 
defendant. By its terms, the contract 
provided that the plaintiff should re, 
ceive certain commissions on renewal 
premiums for a given time after the 
termination of the contract, provided he 
had not violated the terms of the con- 
tract. 

The defendant contended that the 
plaintiff was not entitled to commission 
on renewal premiums because he had 
not complied with the terms of the con- 
tract with respect to making remit- 
tances. The evidence tended to show, 
however, that the defendant during a 
long period of dealing had not enforced 
the provision of the contract in respect 
to prompt remittance. This then raised 


the question as to whether or not the 
conduct of the defendant in this respect 
constituted a waiver of the provision 
in question. 
Upon the trial of the cause a judg- 





ment was rendered in favor of the plain- 


| 
} 
| 


its actions, 


| 
| 


| 


| 


tiff. On appeal, the higher court, in 
reviewing the record and in holding 
that the defendant had waived the pro- 
vision of the contract in question by 
in part said: 

“There is is no express waiver involved, 
| but, in our opinion, there is evidence 
tending to establish that defendant im- 


pliedly relinquished its right to strict 
enforcement of the contract requiring 
plaintiff promptly to remit insurance 
premiums collected by him. The rec- 


| ord discloses that plaintiff, over a course 


of years, was very dilatory in making 
remittances. 
“Defendant, however, did not at any 


| time give notice that it would terminate 


the contract on account of such breach. 
No notice was given of an intention to 
demand strict compliance with the terms 
of the contract relative to the manner 
of making remittances. Indeed, when 
the contract was terminated no reason 
was assigned therefor except that it 
was done ‘in accordance with its terms 
and conditions.’ ” 

However, the defendant contended 
that the agency contract provided that 
if the plaintiff within one year of the 
date of the termination of his agency 
should enter the employment of another 
life insurance company, the right to fur- 
ther commissions would cease. And 
the defendant introdidted evidence to 
the effect that the plaintiff violated this 
provision of the agency contract. In 
Passing upon the question of whether 
or not this violation of the agency con- 
tract should be construed as depriving 
the plaintiff of furthez commissions, in 
view of the whole contract, the court 
said: 

“If we were to look solely to that 
part of the contract above quoted, this 
ccentention would have much merit, but 
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not so when the contract is considered 
in its entirety. The second paragraph 
ibeve quoted in ‘part 2 on renewal pre- 
miums’ provides for payment of com- 
mission on renewal premiums after ter- 
mination of the agreement ‘except for 
violation of his obligations hereunder.’ 
In other words, if plaintiff complied 
with his contract, the insurance com- 
pany agreed to pay commission on re- 
newal premiums. 

“Certainly defendant had the right to 
terminate this contract without assign- 
ing any reason therefor, but it does not 
follow that laintiff would forfeit his 
right to commission on renewal pre- 
miums merely because he has entered 
the employ of another insurance com- 
pany after his contract had thus been 
terminated. We aprove the construc- 
tion given this agreement by the trial 
court.” 





Haley Fiske in Los Angeles 


Haley Fiske, president of the Metro- 
politan Life, who completed his trip 
to the Pacific coast agencies of the 
company last week with a visit to the 
Southern California headquarters at 
Los Angeles, was the guest of honor at 
a dinner given to 300 agents at the Bilt- 
more Hotel last Thursday evening. In 
addressing the meeting, Mr. Fiske made 
two interesting statements, one being 
that 24 percent of the population of 
California are Metropolitan policyhold- 
ers, and the other that the company has 
$62,000,000 invested in the state, of 
which amount $16,500,000 is loaned in 
connection with the financing of homes. 
Attention was also directed by him to 
the activities of the welfare division 
of the company and the resulting bene- 
fits experienced in the decrease in dis- 
ease and a consequent lowerir~+ of mor- 
tality rate. 


Savage Ends Agency Tour 


W. H. Savage, vice-president of the 
Great Republic Life, returned to the 
home office of his company in Los An- 
geles last Monday from an absence of 
several weeks on a trip to the com- 
pany’s agencies in Kansas, Missouri, 
Oklahoma, Arkansas and Texas, in con- 
nection with which he attended the 
annual meeting of the American Life 
Convention in Dallas the latter part of 
October. 





Inter-Southern Enters California 

The Inter-Southern Life of Louisville, 
has been licensed in California, writing 
newspaper accident and life. Raymond 
Nettleship of Los Angeles will represent 
the company as general agent. 


Favors Monthly Premium Plan 


Hillsman Taylor, who recently as- 
sumed the presidency of the Missouri 
State Life, believes that the principal 
field for life insurance in the future will 
be the monthly premium payment plan, 
which should enable men and women 
with small and moderate incomes to 
purchase the maximum amount of life 
insurance and also accident and health 
protection with a minimum of incon- 
venience. This plan for budgeting in- 
surance costs is growing in popular 
favor, Mr. Taylor states. 


Group Cover on Pittsburgh Plants 

Practically all of the manufacturing 
plants in Pittsburgh laid waste last week 
by the gas explosion that took a toll of 
30 lives and brought injury to some 500 
others, carried group life insurance on 
their employes and already a number of 
claims have beeen received by the Ed- 
ward A. Woods Agency of Pittsburgh, 
general agents for the Equitable Life of 
New York. Officials of the company 
said that within a few days checks will 
be sent to the families of the victims. 








Examining Life of Virginia 
The departments of Virginia, Michigan 
and Maryland are conducting a period- 
ical convention examination of the Life 
Insurance Company of Virginia. 
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The Rural Northwest with diversified farm- 


I wood be mighty fine if a fellow cood go out with a vackyoum 
cleaner and suck in the Apps. 


—Elicur Roug. 


Here’s a bit of history: When the State Life 
Fund started in Wisconsin they had a prospect 
list of some 35,000 names-—all the state, county, 
municipal, township and school district offi- 
cials; all the employes of these; al] employes 
of the State’s penal and charitable institutions. 


In 14 years of operation there isn’t quite 
a million in force. 


The business of life insurance still requires 
the agent, but the self-starter is the agent 
who wins, and the agent we seek. 





Insurance Company 
MADISON, WISCONSIN 
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We file the 
Automatic Woy. 
These files expand 
for greoter conver 
lence, efficiency 
and extra capacity 


File can equal it for Filing Efficiency. 

30 DAYS FREE TRIAL 5 YEAR GUARANTY 
Submit your filing problems and get our 
cotologs. Expert foctory service ond 
factory prices to consumers direct. 

The AUTOMATIC FILE & INDEX CO. 
Foctory ond Home Office,Green Bay. Wis. 
Seles Brenches at Che 








STEEL’ 





ARKANSAS 


We have a few liberal General Agency con- 
tracts to offer in Arkansas to experienced life 
insurance men of character and ability, who 
have established successful records in per- 
sonal production and agency building. All 
correspondence confidential Address: 

J. T. MAYALL, Vice-President 
CENTRAL LIFE INSURANCE CO. 
500 Board of Trade Blidg., Kansas City, Mo. 
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COMPANIES PULL IN HORNS 


Tendency Is to Become More Conserva- 
tive in the Writing of Non-can- 
cellable Insurance 


Companies writing non-cancellable 
health and accident insurance are begin- 
ning to hedge more and more, especially 
as to large monthly benefits. When the 
companies started to write this class it 
was thought that men of substance and 
large income, in taking these policies, 
would buy them to protect themselves 
against major catastrophes. It has been 
found, however, that when a monthly 
benefit of from $500 a month upwards 
is granted there is too much moral haz- 
ard and the companies are imposed upon 
by policyholders who desire to live off 
their benefits and take a prolonged vaca- 
tion. Numerous cases have arisen to 
convince the companies that the big 
monthly benefit policies are undesirable. 
Where a policyholder finds that he can 
cash in on a liberal monthly benefit, he 
will see the necessity for a vacation and 
will then start to conjure up a good 
excuse. He can deceive any physician 
or examiner. 


Benefits Are Reduced 


[Almost all companies cut down their 
benefits to $500 and it is stated that a 
still further reduction will be made. It 
is understood that those companies that 
have had the greatest experience feel 
that the maximum benefit should be 
$250 a month and that should only be 
allowed where the character of the as- 
sured is such that it entitles him to a 
policy. Furthermore, the waiting period 
is being extended. Companies now 
agree that the minimum waiting period 
should be 90 days. That is the length 
of time decided on by the life companies 
writing permanent and total disability 
benefits to establish disability. The one 
month and two months waiting period 
will gradually pass into disuse. With 
the minimum waiting period put at 90 
days and the maximum benefit at $250 
a month the companies undoubtedly can 
protect themselves to much better ad- 
vantage. 


Will Adjust the Underwriting 


There is an excellent field for non- 
cancellable health and accident insur- 
ance and as companies are able to inter- 
pret their experience, their underwriting 
will be adjusted accordingly. It is the 
big policies that have been causing the 
trouble. Men who purchase large 
amounts of life insurance naturally 
carry total disability benefits, but such 
men are found to be better moral char- 
acter risks. The life company usually 
allows 10 percent of the face of the 
policy to be carried as disability. Al- 
most all companies set a maximum limit 
of $250 a month. The life companies, 
it is stated, have fewer problems to con- 
tend with on this score than the casu- 
alty companies. Where a person has in 
mind the possibility of deception he will 
buv a non-cancellable policy carrying 
with it as large benefits as possible. 
Where a policy is cancellable and an 
attempt at deception is caught or sus- 
pected a company could easily get rid 
of a policyholder. It is not so easy, 
however, to deal with a non-cancellable 
policy. 


National L. & A. Promotions 


Several promotions have been an- 
nounced by the National Life & Acci- 
dent of Nashville, Tenn. G. E. Whittier 
of Detroit has been appointed a super- 
intendent, after an excellent service in 
the fleld. S. S. McWright of Pittsburgh 
has been romoted to a suerintendency 
in that district. F. A. McDougal of Fort 
Worth, Tex., is named a superintendent 
in that city. W. A. Brock of Hunting- 
ton has been made a superintendent in 
his district. 


CAN’T MAKE POLICY GENERAL 


Suit Against Federal Life on “Tribune” 
Policy Under Michigan “Type 
Statute” Is Unsuccessful 


Effosts to apply the Michigan statute 
to the effect that if the printing of one 
part of a policy is not as prominent as 
another, the part that is printed in prom- 
inent type will control, so as to make 
the Chicago “Tribune” travel accident 
policy issued by the Federal Life a gen- 
eral accident policy, were defeated last 
week when the case of Kirkby vs. Fed- 
eral Life, involving that point, was de- 
cided for the company. In that policy 
the benefits granted under the three sec- 
tions are printed in bold type, although 
of the same size the rest of the policy 
It was contended by attorneys for the 
plaintiff that under the case of Van Deu- 
sen vs. Interstate Business Men’s, de- 
cided some months ago, which attracted 
much attention at the time, the parts of 
the policy printed in bold type estab- 
lished the benefits to be paid, and the 
parts in lighter type, which specifically 
describe it as being a travel accident 
policy, should be eliminated from con- 
sideration. This would make it a policy 
that would pay the benefits listed for 
any kind of accident. 

The case was submitted on stipulation 
and the court in its ruling holds that 
there is no statement in the policy that 
can reasonably be construed as promis- 
ing to pay general indemnity. It states 
that attention is repeatedly called in the 
policy to the fact that the indemnity is 
in no event general in its character. 

The Michigan statute refers particular. 
ly to “restrictive clauses” and the court 
holds that the sections in question do 
not contain any exclusion or reduction 
in the indemnity promised. 

In construing the statute at issue, the 
court said it is necessary to bear in 
mind the evil sought to be remedied and 
to adopt a sensible construction, avoiding 
an unjust or absurd construction of the 
provisions in question. 


Will Stress Agency Angle 


While no definite arrangements have 
been made as yet for the mid-winter 
meeting of the Health & Accident 
Underwriters Conference, which will be 
held in Chicago early in March, it is 
planned to give especial attention to 
agency problems at this meeting. It 
probably will be suggested that the com- 








pany executives invite at least one or 
two of their leading general agents to 
attend this meeting, so that they can 
hear the discussion of these problems 
from the home office standpoint and get 
a better idea of some of the things with 
which the home office men have to con- 
tend. 


Brusoe with Commercial Casualty 


R. H. Brusoe, formerly superintendent 
of the accident and health claim depart- 
ment of the Massachusetts Bonding, has 
resigned to assume similar position with 
the Commercial Casualty at its home 
office in Newark. He has had 8% years 
experience in this capacity and will be 
a valuable addition to the staff of the 
department. 

He succeeds M. S. Duffield, who has 
resigned to enter the field as a personal 
producer. 


Must Educate Agent and Public 


To appreciate and desire the protec- 
tion afforded by the insurance companies 
writing accident and health coverage, it 
is only necessary, in the opinion of 
Deputy Commissioner Sam H. Beckett 
of California, that the general public be 
enlightened and be made to understand 
what the companies offer. This means 
a better educated public, he says, speak- 
ing before the Accident & Health Mana- 
gers Club in Portland, Ore. 

“Quantity madness, on the part of some 
managers and agents, is a disease,” he 
said. “The agent is a more important 
factor in writing accident and health 
insurance than possibly in any other 
line. On his knowledge the correct in- 
terpretation of the policy clauses rests 
and to a larger extent whether his com- 
pany can fairly and successfully com- 
pete and write business in his allotted 
territory.” 








One Committee Omitted 


The list of committee appointments of 
the Health & Accident Underwriters 
Conference, issued last week, omitted 
the names of appointees to the educa- 
tional and publicity committee. The fol- 
lowing are members of this committee: 
E. C. Budlong, chairman, Federal Life; 
W. G. Alpaugh, Inter-Ocean Casualty; 
S. C. Carroll, Mutual Benefit Health & 
Accident. 





Claim Association Reelects Officers 


The Chicago Claim Association at its 
annual meeting last week reelected all 
of its present officers for another year, 
as follows: President, T. W. Hislop, 
Great Northern Life; vice-president. 
Edgar Harrold, Pacific Mutual Life; sec- 
retary, A. W. Pettit, Federal Life; treas- 
urer, J. C. Brown, Standard Accident. 

This will be Mr. Hislop’s fifth consecu- 
tive year as president of the association. 
Prior to his election as president he 
served for three years as secretary. He 
has been very prominent in the activities 
of the International Claim Association, 
as well as in the local organization. 








WITH INDUSTRIAL MEN 

















ADVICE TO INDUSTRIAL | 
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President W. J. Williams of the West- 
ern & Southern Life Gives Some 
Suggestions to Agents 


W. J. Williams, president of the West- 
ern & Southern Life, in giving some ad- 
vice to industrial agents, shows a keen 
insight into the practical side of busi- 
ness. He says: 

“It isn’t what we don’t know, it is 
what we don’t do that we know should 
be done. The first step in doing what 
should be done is to render conscientious 
service to the policyholders. It should 
not be necessary to tell you that service 
largely consists in seeing that every 
policy you cause to be issued is fitted to 
the policyholder’s need or condition. 


Not Scientific Underwriting 


“Many of the industrial field men’s 
troubles are due to the fact that field 
men thoughtlessly write an industrial 
policy on a person who is a logical pros- 
pect for ordinary. Such business is not 
scientific underwriting. I might even 
go so far as to say it is not honest 





underwriting, but I prefer to attribute it 





to carelessness or to a lack of realiza- 
tion on the part of the field man of his 
responsibility to the person who is 
spending his money for the insurance 
and is relying on the agent’s judgment 
to give him the best value which his 
money can buy. 


Must Rely on Agents 


“The policyholder whose policy doesn’t 
fit his needs will find it out sooner or 
later, and you have the inevitable lapse 
of business which should never have 
been written. The company must rely 
on the individual honesty and integrity 
of the agent to conduct his business not 
only in the letter but more especially 
in the spirit of square dealing. Now, if 
you want to do anything fatal, touch 
the policyholders. It is our purpose to 
serve them. Our only cause for being is 
to serve the people, and the minute we 
fail in that we have no right to be in 
the business. Any neglect to the policy- 
holders comes back to us. 


Agents Get the Applications 


“First of all, I don’t write the appli- 
cations. The superintendents of agen- 
cles don’t write them, the superintend- 
ents don’t write them. It all devolves 
upon the agent. Unless that agent is 
successful, unless he gets on a progres- 





sive basis, the outcome is that he slips 
from under, and the district has to stand 
the results, good or bad. Unfortunately, 
the general practice is that the agent 
doesn’t get out of the service until he is 
leaving some undesirable business be- 
hind. If the man at the head of an 
office is a man of weak character, he is 
not going to show that condition on 
the agent’s final. He will carry it until 
two or three men get off later. 


Should Get Efficient Men 


“No final should occur without the su- 
perintendent knowing what that agent 
was doing. Too much man power seems 
to be one cause of excessive finals. Some 
superintendents seem to think that they 
should have a large number of men in 
charge of debits. Now if every one of 
them was a man, if every one could pro- 
duce progressively, then I say amen to 
that principle, but if a superintendent 
loads up with a large number of men 
and he fails to make successful men out 
of them, he multiples the number of dis- 
sensions that he has in his office, and 
there is no man who can stand up under 
a proposition of that kind. Such a course 
is bound to bring failure. It isn’t only 
the failure of the agent, it is the harm 
that is done to the public. You cannot 
introduce, week after week, new men 
to the policyholders and have them feel 
that things are stable. 


Fitting the Policy to the Man 


“There is such a thing as fitting the 
policy to the man. We know that indus- 
trial life insurance was devised and is 
supposed to be operated for the benefit 
of the people of meager means who can- 
not afford ordinary. The idea of loading a 
man of 30 with an industrial 20-year en- 
dowment policy! That policy was never 
intended for him. It’s a child's policy. 
A man of 30 needs all the protection he 
can get at the least possible cost. It is 
all right to say that if the man wants 
to pay it let him have it, but are we 
doing our duty when we know that for 
less money that man can get more pro- 
tection? 


Developing Permanent Men 


“Our purpose is to see if we cannot 
develop and make more progressive and 
permanent men. I do not believe any 
man wants to make this a temporary 
proposition. The thing to realize is that 
every final is a loss and a waste of time. 
Isn't it much better when we find a man 
slipping to take that man and spend 
half our time with him and save him and 
put him on the right path? That man 
becomes a much better man. When we 
take a new man into the business we 
must not picture things too rosy to him 
and let it be understood that we get 
things in this business without labor. 
That isn’t done, and the new man will 
soon know it. 


Must Rely on First Principles 
“If we are going to preserve the 
agency ranks, we must get down to first 
principles. Give attention to the inter- 
ests of the policyholders. The industrial 
man has the advantage. He has the op- 
portunity of keeping in personal touch 
with the policyholders, and any man 
who has a debit and allows another man 
to come in and write over him, I say 
they ought to write over him. The 
agent who is right isn’t representing 
such and such a company. It is agent 
Smith or Jones to the policyholders. It 
is his individual attention to their in- 

terests that cements them to him.” 


Craig Makes Agency Visits 


President C. A. Craig of the National 
Life & Accident of Nashville has re- 
turned to the home office from from a 
swing through the south, during which 
he visited six districts and held agency 
dinners in each of these. Mr. Craig 
visited Chattanooga, Knoxville, Atlanta, 
Columbus and Macon. At Columbus 
there was a banquet given in honor of 
Manager Broyles and his staff, to cele- 
brate their victory in the company con- 
test. Mr. Craig, G. C. Lynch, general 
manager of the southern division, B. D. 
Broyles, the local manager, and several 
others spoke at this dinner. 


Jones in Tampa Address 

H. H. Jones, ordinary agency manager 
for the American Bankers, Jacksonville, 
Ill., has been sent to Tampa, Fla., to 
represent his company in an address 
before the Industrial Insurance Men's 
luncheon club of the Tampa district. 
Mr. Jones addressed the club at its meet- 
ing Nov. 18, speaking on the industrial 
agent’s relation to the ordinary life de- 
partment. B. T. Avery, industrial dis- 
trict manager for the American Bank- 
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ers at Tampa, is a member of this 
luncheon club and requested of the com- 
pany that it send a representative from 
the home office to address the group. 





Conservative Life News 


President Joseph M. Stephenson of the 
Conservative Life of South Bend, and 
his wife, who have been touring Burope, 
returned to South Bend Nov. 15. Mr. 
Stephenson was very much pleased with 
the splendid production of the men dur- 
ing his absence. 


The Conservative Life announces the ! 


appointment of L. D. Pentecost as home 
office inspector. 


The first ten months of 1927 the com- 
pany placed 22 percent more business 
than for the same period in 1926; 25 per- 
cent more than for the same period in 
1925. 

One of the reasons why 1923 showed 
up so big was that since Jan, 1, 1924, 
no reinsurance from any other com- 


pany has been accepted, and all broker- 
age business has been declined. The 


company will close the year with better | 


than $24,000,000 of business on their 


books. 
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BARS TERM POLICY TWISTING | 


Ruling by Commissioner Button Pre- 
sented at Meeting of Richmond 
Association 





RICHMOND, VA., Nov. 23.—Twist- 
ing term policies is no more permissible 
than twisting life or endowment policies, 
in the opinion of Commissioner Button, 
who was recently asked for a ruling on 
the question of twisting term policies by 
the executive committee of the Rich- 
mond Association of Life Underwriters. 
A letter from him giving his views on the 
subject was read at the November meet- | 
ing of the association. In it he said: 

“Under the provisions of Section 4238 
of the Code of Virginia, any agent who 
has been guilty of ‘rebating, twisting 
the policies of other companies, etc.,’ is 
liable to have his certificate of registra- 
tion suspended or revoked. It is quite 
evident from the wording of this section 
that term policies would come within its 
provisions. quote below an extract 
from a formal ruling issued by the in- 
surance department of another state 
which, in my opinion, covers this situa- 
tion and which has my hearty approval: 

“*Any term policy which is convert- 
ible at the end of a given period has a 
value to the insured on account the med- 
ical examination. Some term policies are 
renewable and carry a reserve allowance 
which is considered by this department 
as having a distinct value. This depart- 
ment therefore interprets that any policy 
which has a value to the insured should 
not be taken up by any company at any 
time during the period when the policy 
has such value, except by the company 
insuring the same in order to convert it, 
so that the insured may not lose any- 
thing of value in the transaction.’ 

“Even in cases where a term policy 
has no surrender value, or when it is 
not convertible, I do not see where it 
should be twisted any more than a life 
or endowment policy. Under ordinary 
conditions, endowment policies have no 
surrender value during the first two or 
three years of their existence.” 

x * x 

Sacramento, Cal.—As a further indica- | 
tion of the resistance with which efforts 
of the Bank of Italy to actively engage 
in the insurance business in California 
will be met, the Sacramento association 
has adopted a resolution condemning 
this practice on the part of the bank. 
The resolution which is patterned after 
the resolutions adopted by the National 
association, the San Francisco and Oak- 
land associations, was adopted at an 
“open forum” meeting held last week. 
John H. Wentz, president of the Sacra- 
mento association, was present at the 
California Association of Insurance 
Agents’ annual meeting and prior to the 
adoption of the resolution presented to 
his association the facts which were re- 
lated at the fire agents’ convention, re- 
meg the bank's activities along these 
ines, 








es 8 
Western Massachusetts—C. F. Brown, 
formerly a resident of Springfield, now 
assistant vice-president of the Old Col- 


ony Trust Company in Boston, ad- 
dressed the members of the Western 
Massachusetts association at Spring- 


fleld. He spoke on the “Life Insurance 
Trust” and said that the new method of 
selling life insurance creates a common 
bond between the underwriter and 
banker. The life insurance trust seeks 





to perpetuate the life value of a man 
by making his life insurance a very in- 
tegral part of his estate and not just 
a sum necessary to cover the expenses 
connected with a funeral, plus a small 
amount to keep the family until its 
members acquire a self sustaining con- 
dition. 
.  * 

San Francisco.—The November meet- 
ing of the San Francisco association 
will be held Nov. 30. Herbert A. Law, 
well-known financier of San Francisco, 
will be the principal speaker, according 


ot the announcement of Ottocar H. 
Martinsen, chairman of the program 
committee. 

*x* * * 


North Dakota.—A discussion of the 
continuance of the income tax insurance 


and problems expected by insurance 
men during the winter were the chief 
topics of discussion at the monthly 


meeting of the North Dakota association 


at Fargo. Dan F. O'Neil, president, 

presided. The gathering was attended 

by more than 30 North Dakota agents. 
* * * 

Central Massachusetts—The monthly 

meeting of the Central Massachusetts 


association was held at Worcester, being 
in special honor of the members of the 
association who had been engaged in 
the business for 25 years or more. 
Edward L. Tucker, general agent of 
the Connecticut Mutual, presided and 
introduced some 17 members who made 
happy reminiscences of their early days 
in the business. The veterans included 
J. P. Higgins, M. I. Longtine, Harry L. 
Snow, W. G. Harris, O. D. Arnold, Eli 
Bouchard, Chester E. Greene, Henry 
MacDown, Charles H. Sagar, Homer G. 


| Sperry, S. B. Snow, Greorge Baker, Ed- 


ward Norton, J. M. Lucey, Hamilton Coe, 
Miss E. T. Kane and the presiding of- 
ficer, Mr. Tucker. 

x * * 

Boston.—Nearly 400 members of the 
Boston association came out to hear an 
address by Vice-president M. Albert Lin- 
ton of the Provident Mutual Life. Mr. 
Linton gave a synopsis of his talk at 
Memphis on “The Investment Feature 
of the Life Insurance Policy” 

President Stanford Wright announced 
that the annual meeting of the associa- 
tion would be held Dec. 14. Speakers 
will be announced later. 

2s @ 

Richmond, Va.—Dr. Frank P. Righter, 
medical director of the Atlantic Life, 
was the principal speaker at the No- 
vember meeting of the Richmond asso- 
ciation, his subject being “Cooperation 
between field men and the medical de- 
partment.” Refusal of field men to co- 
operate means nothing or less than put- 
ting sand in the track for themselves, 
he said. He emphasized the necessity of 
field men familiarizing themselves with 
medical terms, so that they might bet- 
ter understand the situation from the 
viewpoint of the medical departments. 
He promised to give a blackboard lec- 
ture at a subsequent date. Dr. Righter 
made a special plea for elimination of 
the part-timer from the ranks of life 
insurance, saying that it could never at- 
tain the grade of a profession so 
as there are men in 
voting only a part 
efforts to it. 


of their time and 
x ee 

Pittsburgh—Col. Matthew H. Taggart, 
insurance commissioner of Pennsylvania, 
Was a recent guest of the agencies com- 
mittee of the Pittsburgh association at 
a special meeting. Commissioner Tag- 
gart was invited to meet the committee 
to discuss certain questions arising 
from the ruling announced by the de- 
partment in September, pertaining to 
agents’ licenses. F. W. Ries, Jr., acted 
as spokesman for the committee in pre- 
senting several questions to the com- 
missioner for consideration. Commis- 


long | 
the business de- | 
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Darby A. Day and Co-operation 


AN OPPORTUNITY TO SHARE IN THE BUILDING 
AND IN THE PROFITS OF THE WORLD'S 
GREATEST LIFE INSURANCE AGENCY 


OUR PLAN 


Management of the Agency to be in the hands of a Board of 
Directors consisting of eight agents and the executive manage- 
ment of the Agency. 





A general manager, assistant managers, statistician, librarian 
and several instructors of agents. 

A cooperative basis of profit-sharring in which the Agency 
Force will participate in 40% of the profits of the Agency. 
The first opportunity ever offered for an Agency Force to share 
in General Agency profits. 


OUR PLANT 


Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 


17,000 square feet. 
40 private rooms for agents. 
A reception hall. 


A library in which every insurance publication in the 
United States will be available, including statis- 
tical tables and reference books. 


A clerical department with space for 75 clerks. 

Retiring rooms. 

Private rooms for five assistant managers. 

A brokerage department consisting of a manager's 
office and telephone battery. 

A medical department of three examiners’ rooms and 
laboratory. 


An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms. 





In short, the largest and most ambitious plans ever promulgated 
for the building and development of men in the Life Insurance 
Business. 


We are looking for high-class, capable men who can fit into 
this kind of an organization. 


If you are looking for the biggest opportunity ever offered in 
the life insurance field, come in and see us or communicate with: 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 
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sioner Taggart discussed the new ruling 








and explained various features about 
which there had been some uncertainty 
in the minds of the managers and gen- 


Qnio Nations, eral agents. 
ave Lin, The present regulations were adopted 


after the commissioner had studied the 





Company former methods used in this state and 


the methods used in other states. He 


Geir gp believes that the present regulations 





amounts from $1,000 to $10,000, with premium every five people 


The Juvenile Policy is only one of the many services 
that makes it “Pay to Tie Up with the Ohio | is a profession, just like the law or 
National.” 

General Agent wanted at Dayton, Ohio.—Other 
valuable territory open. 


THE OHIO NATIONAL LIFE 


will keep the unprepared and unfit from 
representing an institution which holds 


such an important place in the business 
A New Plan to Solve world. The commissioner said he ap- 


An Old Problem preciated the cooperation received from 


the life insurance men in Pittsburgh. 


x * * 
How to gain the confidence of new prospects is an New Castle, Pa-—Russell Moore of Co- 

Id be lumbus, O., addressed the members of 
3. Pp etm. the New Castle branch of the Pittsburgh 


a » p e ° association at their last meeting, the 

The Ohio National Life Juvenile Policy helps to first since the summer recess. His topic 
solve this important problem. was “Mental Attitude” and he gave a 
: demonstration of a sales talk. Mr. 

The policy is issued at birth and up to age 11 in Moore, who is with the Midland Mutual, 


has the record of selling three out of 
he interviews. 





waiver in event of total disability or death of the * *e * 
father Columbus, 0.—Dr. W. O. Thompson, 
° former president of Ohio State Univer- 
ee ° * . sity, and for 19 years president of the 
Every father is interested in his boy or girl. The Midland Mutual Life and now chairman 
juvenile policy is something for his boy or girl. of the board, was the speaker this week 
He is interested. You get his confidence and he saws the Colunhes amsecietion. Be. 
. . . . | o so -cently ft > > t ; 
places all his life insurance with you. ao 


*x* * * 
Davenport, Ina.—Life insurance selling 


medicine, but life insurance is also a 
commodity which must be merchandised 
like any high quality goods, with in- 
formation, understanding and enthusi- 
asm, Darby Day, Chicago general agent 
of the Union Central Life, said last week 
in his address before the Davenport asso- 
ciation. 

Mr. Day described the development of 
life insurance since the days when the 
policy prevented the holder from living 
within ten miles of the Mississippi river, 


INSURANCE COMPANY down to the present time, showing how 
CINCINNATI, OHIO about 87 percent of all estates are left 


in insurance form due to its safety and 


° ° ease of consumation. He said: “You 
T. W. Appleby E. E. Kirkpatrick must not sit at your desk and wait for 


President Sup’t. of Agents the heads of families to come to see you. 
You must go to the heads of these homes 
and work with them until you have pro- 








—— tected them.” He was introduced by 





George Harding, general agent at Daven- 





) ~~ 








port for the Union Central. 
ee ¢ 
Cedar Rapids, Ia.—O. J. Arnold, presi- 
dent of the Northwestern National Life, 





You are a producer was principal speaker at Cedar Rapids 
y association Monday. He was recently 
° elected president of the American Life 
You want a REAL job Convention and has twice been president 
of the American Institute of Actuaries. 
You believe in yourself H. ©. Wilhelm, state manager of the 
Nebraska district of the Northwestern 
° : . National Life, was also a speaker. E. W. 
A friendly interest is needed DeNio, general agent of the company in 
. . this city, introduced the speakers. 

Close co-operation is necessary $s + & 

Springfield, I1.—‘“Insurance selling is 


Territory does make a difference the easiest work in the world when you 
work hard; and the hardest when you 
9s ° ° work easy,” Bert C. Nelson, Peoria, 
Write or wire: S. M. CROSS, President special agent for the Northwestern 


Mutual Life, Ceclared here last week at 
O] | IMBIA | IFE the meeting of the Springfield associa- 
tion. He addressed the club on “En- 


thusiasm a Great Factor in Selling.” 

INSURANCE COMPANY “Essentials to success,” he told the 

underwriters, “are tact, punch, nerve, 
. 

Cincinnati, Ohio truthfulness and judging of your pros- 

pect. You must know the man you afte 

trying to sell and act accordingly.” He 
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INSURANCE COMPANY 


ROCKFORD, ILLINOIS 
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INDIANA OHIO Rockford Life Building Rockford, Illinois 
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said that loyalty to one’s company is one 
of the outstanding observations he had 
made in his experience and that few 
“drifters” make a success in insurance 
selling. 

eS & @ 

Kansas City, Mo.—Four members of 
the Kansas City association presented 
the report of the national convention at 
Memphis at the November meeting. Ray 
E. Haberman and Reed G. Hake spoke 
on some of the outstanding impressions 
gained from the convention, while John 
T. Ready and O. Sam Cummings gave a 
running account of the three days’ ses- 
sion The reports were exceedingly in- 
teresting and gave an intimate and vivid 
picture of the convention happenings. 

x *x * 


Reinsures Peerless Accident Business 

The National Protective of Kansas 
City, has reinsured the accident business 
of the Peerless Life of that city. Robert 
A. Ridgeway is president of the National 
Protective and Ross J. Ream is secre- 
tary. The Peerless, of which H. 0. 
Maddox is president, is being liquidated, 
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NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. ing the “‘Unique Manual- 
Digest.” published annually in May at $4.00 and the 
“Little Gem” published annually in April at $2.00. 

















FOUR NEW POLICIES ISSUED 


Western & Southern Life Gives Rates 
on Endowment Forms Recently 
Promulgated 





Four new policy forms have been an- 
nounced by the Western & Southern 
Life of Cincinnati, an endowment at 60, 
an endowment at 65, a 20-pay endow- 
ment at 60 and 20-pay endowment at 
65. Policies will be issued with or 
without the disability and double in- 
demnity. Premium rates per $1,000 for 
these four policies are as follows: 





20 Pay 
End End. End. 
at 60 at 65 at 65 
Age Annual Annual Annual 
14 $13.95 $21.26 
15 14.27 21.63 
16 14.62 22.00 
17 14.97 22.38 
18 15.35 22.79 
19 15.75 23.20 
20 16.17 23.64 
21 16.62 24.10 
22 17.09 24.56 
23 17.59 25.05 
24 18.12 25.57 
25 18.68 26.10 
26 19.26 26.64 
27 19.89 27.22 
28 20.56 27.82 
29 21.27 28.45 
30 22.04 29.10 
31 22.96 29.93 
32 23.83 30.65 
33 24.76 31.40 
34 25.7 32.17 
35 26.84 33.00 
36 28.12 33.92 
37 29.40 34.89 
38 30.71 35.91 
39 32.33 36.98 
40 33.92 38.11 
41 35.75 39.34 
2 37.75 40.63 
43 39.95 42.01 
44 42.36 43.47 
45 45.02 
46 47.97 
47 51.25 
48 54.92 
49 59.05 
50 63.74 
51 69.27 
52 75.64 
53 83.06 
54 91.80 


Metropolitan Promotion 
George Wickman, agent for the Metro- 
politan Life at Red Oak, Ia., for two 
years, has been promoted to assistant 
manager of the St. Joseph district. 


Life Notes 

Thomas B. Winters, district manager 
of the Mutual Life of New York at 
Columbus, O., has been elected worship- 
ful master of Capital Lodge of Masons 

D. F. Shafer, manager of the Mansfield, 
O., branch of the Ohio State Life, has 
been elected a member of the board of 
education at Mansfield. 


“Any objections to my smoking here?” 
asked the offensively cheerful man, as 
the vessel gave another lurch. 

“No objection,” replied the pale-faced 
man in a steamer chair, “to your smok- 
ing, here—or hereafter.” 
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BUSINESS HISTORICAL SOCIETY ASKS 
INSURANCE MEN TO DEPOSIT 











BY DR. WILLIS HATFIELD HAZARD 


New England Mutual Life 


state insurance reports, defunct rate- 

books, sample policies, sales litera- 
ture, that you no longer refer to, and 
therefore, are sheltering at a dead loss 
to yourself in storage space? If you 
have, don’t throw 
Rather, 


I: YOUR office haven’t you some old 


them away, please! | 
gather them together and ship | 


them to the Business Historical Society | 


of Boston, which will gladly pay trans- 
portation charges. 

Perhaps you ask, Why? For two rea- 
sons: (1) to relieve yourself of the bur- 
den of storing a lot of obsolete printed 
matter that you are not likely to refer 
to again during your natural life; and 
(2) to place this material at the disposal 
of the entire business world, through 
the medium of a national organization 
for the accumulation and preservation of 
precisely this kind of historical data. 


Both these reasons are cogent. The first | 


is self-evident. Let me try to make the 
second equally clear. 


Is Pioneer Work 


What and why is the Business His- 
torical Society? 
ciety will not be two years old until 
next January. It is the pioneer organi- 
zation of its kind in America, if not in 
the world. Indeed, it never could have 
been organized until the modern scien- 
tific attitude toward the study of busi- 
ness had been taken by a group of ad- 
vanced thinkers, leaders in American 
finance and industry. Men of this type 
were the founders of the Society, and 
they form today the backbone of its 
membership. The Society is the most 
recent phase of the international move- 


ment to secure recognition of business | 


as a profession, and to develop business 
as a science. Chartered by Massachu- 
setts, it is now building up a large col- 
lection of books, periodicals and publica- 
tions of all kinds relating to the world’s 
financial, industrial and commercial de- 
velopment. 

While the society is not organically 
related in any way to Harvard Univer- 
sity, yet a co-operative agreement has 
been entered into with the Graduate 
School of Business Administration to 
house its collection in the magnificent 
new Baker Library of Business, made 
possible by the gift of George F. Baker. 

This arrangement includes the serv- 
ices of an expert library staff, trained 
in the special technique required to 


COMPANIES ALARMED 
AT LICENSE PROCEDURE 


(CONTINUED FROM PAGE 3) 
law to Pennsylvania companies and in- 
on them having their agents go 
through a similar process in these states 


sist 


as their companies are compelled to do 
in Pennsylvania. 
Taggart Has State Support 
Commissioner Taggart has some 
strong support in his own state, some 
of the insurance organizations having 


endorsed his plan. The agents through- 
out Pennsylvania seemingly are in ac- 
cord with his program. They declare 
that through the method he has adopted 
the standard of agency representation 
will be much higher. 

Some company officials say that they 
have feared a radical move on the part 
of insurance commissioners in establish- 
ing qualification standards and it is 
making them fearful of lending their 
support to these laws in the future. 
They declare that the states must be 
reasonable and fair or they will draw 
down upon them the united opposition 
of the companies. 

Company officials have been interested 
in the remarks of Commissioner A. S. 


| derstand 


This incorporated so- | 








| 


make the collection of the society avail- 
able for study and research by its mem- 
bers, by business men generally, and by 
scholars. Also the Society does not 
have to duplicate standard books, sta- 
tistical series, magazines, etc., already in 
the possession of the Baker Library. 
This fact makes it possible for the 
society to undertake immediately the 
collecting of rare and desirable docu- 
ments, books, maps—publications of all 
kinds, new and old—that throw light on 


the economic history of the United 
States, and for that matter, of the 
world! 


Rescues Valuable Documents 


This useful work, which has already 
rescued much valuable material from 
storage lofts and junk heaps, is going 
on with increasing momentum. When 
you consider that the scope of the or- 
ganization includes the entire field of 
applied economics, of which insurance 
is an outstanding branch, you will un- 
the magnitude of the enter- 
prise. 

Edward A. Woods, of Pittsburgh, is 


representing the Society as a sort of 
liaison officer in the insurance field. The 
late George Woodbridge, one of the 


ablest of the Equitable’s agents in Bos- 
ton, was a prime mover in organizing 
the Business Historical Society. Such 
a collection was bound to be made 
sooner or later because the insurance 
activities and resources of the country 
are so far-reaching and interlocked 
with general business. It had to be 
made in some one definite geographical 
location—it could not be scattered in a 
dozen places all over the continent. The 
exceptional advantages offered by the 
great Baker Library fitted in so con- 
structively with the underlying purpose, 
that it would have been folly to ignore 
them. 

The society is absolutely non-com- 
mercial in character The public 
library in your own city is not more 
remote in spirit and purpose from mone- 
tary advantage to its supporters. Prac- 
tical usefulness to the community, given 
without money and without price, in- 
spires both equally. All you are asked 
to do is to send such old documents and 
records and publications as you no 
longer use, to this central repository, 
and you don’t even have to pay the car- 
riage charge. 


so 


Caldwell of Tennessee, who is president 
of the National Convention of Insur- 
ance Commissioners, before the meet- 
ing of the Tennessee Association of In- 
surance Agents at Knoxville last week. 
Commissioner Caldwell declared that 
he is in favor of qualification stand- 
ards to keep the incompetent and unfit 
out of the business. He declared, how- 
ever, that he is not in sympathy with 
the measures put into effect in Penn- 
sylvania as he thinks they are too dras- 
tic. 
Pennsylvania’s Hectic Career 

Pennsylvania has had a hectic career 
along agency qualification lines. When 
T. B. Donaldson was commissioner he 
inaugurated the system of advisory 
boards composed of insurance agents in 
the various counties. They were to in- 
vestigate applicants and make recom- 
mendations to the commissioner. This 
system was continued under the admin- 
istration of Commissioner S. W. McCul- 
loch. When Commissioner Einar Bar- 
fod was installed he scrapped all the 
advisory board machinery and brought 
down severe criticism on his head from 
the agents. He held, however, that the 
commissioner was delegating the power 
to those not connected with the depart- 
ment which was illegal. Commissioner 
Taggart now starts a different course. 
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You Can Sell 


Continental Policies because they 
cover all lines of modern Life 
Insurance, including 


Participating 

Non-Participating 

Non-Medical 

New Policies for Children on Annual Dividend Basis 

Business Policies 

Sub-Standard 

Accident & Health 

Group 

Salary Savings 

Disability Benefits, Dismemberment Benefits, Major Sur- 
gical Operation Benefits, Double Indemnity. 


Age Limits Birth to 65, Full Insurance Benefits from 
Age 5. 


All Non-Participating Life and Endowment Policies may 
be exchanged for annual dividend policies at end of 
twenty years without additional cost. 


Favorable Rate of Interest allowed on trust funds and 
instalment settlements. 


We have openings for General Agents 
at various points in our 36 states. 


Write us frankly what territory you would like, 
and we will let you know whether it is open. 


Agency Department 


Continental Life 


Insurance Co. 


Continental Life Building 
SAINT LOUIS 
Ed Mays, President 
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COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illinois 


Life ‘ Health ‘ Accident 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 














COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 


One Contract 
Group Protection 





One Correspondent 
11 H & A Forms 


One Company 
45 Life Plans 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 

Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois, Iowa. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 














You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve nrutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 

















LAPSE RATE HEAVY ON 
NON-MEDICAL BUSINESS 





CANADIANS GREATLY WORRIED 





Find Policyholder Regards His Insur- 
ance Less Seriously When Medical 
Examination Not Required 





TORONTO, Nov. 22.—While the 
Canadian life companies, which were 
really the originators of non-medical 
business, have had a very good experi- 
ence with that innovation, so far as the 
class of risks obtained is concerned, 
there is one feature in connection with 
it which is now causing them consid- 
erable anxiety. That is the heavy lapse 
ratio experienced on non-medical busi- 
ness. 

The fact seems to be that the policy- 
holder does not value his policy nearly 
so highly when he has not had to un- 
dergo a medical examination as a pre- 
liminary to securing it. In time of finan- 
cial stress he is much more likely to 
drop the policy he is carrying if he 
knows he can get another at any time, 
without the formality of medical exam- 
ination. The medical examination 
makes a great impression on many 
policyholders and the haunting fear that 
there might have been some change in 
their physical condition which would 
make it impossible for them to pass 
another examination has been a big 
factor in keeping many policies in force. 


Seek Solution for Problem 


The Canadian companies are not con- 
sidering seriously any change in their 
policy in regard to the writing of non- 
medical business, as it is almost a neces- 
sity with many cases, owing to the 
sparseness of population in many ‘dis- 
tricts and the difficulties in securing 
satisfactory medical examinations. They 
are, however, seriously alarmed over the 
lapse question, and are trying to find 
some solution for the problem, but so 
far without any definite results. 


DeBerry Enters Field 


John Herman DeBerry, better known 
as “Hank” DeBerry, the catcher on the 
Brooklyn National baseball team, has 
joined the ranks of the International 
Life. He signed with General Agent 
T. J. Old of Nashville. 


Mershon Resigns Post 


Because of internal politics within the 
organization, Leroy A. Mershon, secre- 
tary of the trust division of the Amer- 
ican Bankers Association, has resigned 
that post. Mr. Mershon was one of the 
strongest advocates of the life insurance 
trust and cooperated extensively with 
the life underwriters. He was one of 
the speakers at the last session of the 
annual convention of the National As- 
sociation of Life Underwriters, his sub- 
ject on that occasion being “The Thust 
Company’s Place in the Plans of the 
Life Underwriter.” 


Merchants Life Offices Moved 


The Merchants Life of Des Moines 
has moved from the Register-Tribune 
building to the ninth and tenth floors of 
the Valley National building, formerly 
occupied by the Bankers Life. The en- 
larged quarters were made necessary 
because of the growth of the company’s 
business. Including its printing plant 
on the second floor of the Valley Na- 
tional building the Merchants now oc- 
cupies more than 18,000 square feet of 
space. The Des Moines Life & An- 
nuity will utilize the floor vacated in the 
Register-Tribune building in the en- 
largement of its floor space so that it 
can better take care of its increasing 
business. 


Said a blunt judge to a petty attorney 
whose conduct annoyed him: “I would 
rather have your cheek than a license 
to steal.” 





—and lose the sale. 
That’s what happens 
nine times out of ten, 
isn’t it? So why argue? 
Our salesmen — 


Don’t Argue 


—and I'll tell you why. 
They don’t have to— 
because they always use 
our— 


Sales Book 


when talking to their 
prospects — then too 
they have— 


Non-medical 

Monthly Premium 
Juvenile Policies 

Payor Insurance 

Salary Savings 
Participating 

Non- Participating 
Sub-Standard 

. Female Insurance 

10. Sales Promotion Dept. 
11. Educational Course 

12 Direct Mail Advertising 
13. Salesman’s Folio 

14. School for General Agents 


ABRAHAM LINCOLN LIFE 
INSURANCE COMPANY 


(Formerly Mutual Life of Illinois) 


Home Office Springfield, Ilinots 
#. B. HILL, President 
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F. M. FEFFER 


Dear Sir: , 
Will you kindly send me information 
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Vice-President & Agency Director 
Abraham Lincoln Life Insurance Co. 
Springfield, Dlinois. 
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Life Insurance Pinned as Only 
Form of Property Delivering Needed 
Returns for Three Terminals of Life 


LIGNED with the sequence of 
A topics comprising the program built 
for the Oklahoma Association of 


Life Underwriters for the season was the 
discussion of “The Inherent Appetite for 


Property” given by Gabe E. Parker, 
manager in eastern Oklahoma for the | 
Pacific Mutual Life. “Why do people 


buy property? What must it do? ~_ 
it been delivering?” Mr. Parker asked, 
opening his address. 

“It is good, once more, to consider, 
together, in all its power, the great hu- 
manitarian service of life insurance. It 
is good, once more, to look through the 
machinery of detail and see the throb- 
bing heart of life insurance at work for 
the welfare of mankind. 


Should Take Broad 
Vision of Life 


“The very designation of our business 
or profession—life insurance underwrit- 
ing—indicates the views we should take 
and the visions we should see. Any con- 
sideration involving human _ interests 


should be founded upon life as it has | 


been lived, is being lived today and will | 
Your programs for | 


be lived tomorrow. 
the year reflect your philosophy and 
your desire to emphasize the necessity 
for life insurance as a solvent of men’s 
problems. 

“The inherent 


appetite for property 


finds its genesis in the needs and prob- | 
lems of mankind and manifests itself in | 


the ambitions and efforts of mankind to 
solve its economic problems. From the 
very beginning, examples of ambition, of 
ownership and of conflict over property 
have come down to us through the cen- 
turies—competition for possession be- 
coming keener all the while. That there 
always has existed in the human breast 
the inherent appetite for property, is not 
debatable; it is axiomatic, it is evident, 
apparent—perhaps the 
of human behavior in all ages and 
among all peoples. In the heart of every 
peace and in the forefront of every war 
stands ia bold relief the inherent appetite 
for property. Primarily, this inherent 
appetite must have been created in the 
human breast to serve the fundamental 


outstanding fact | 


| function of self-preservation. Self-pre- 
| servation is recognized as the first law 
of nature and as such at once becomes 
the inexorable urge to acquire those 
things which seem to promise security. 
| Certainly the ambition for self-preserva- 
tion is both natural and laudable. We 
should expert to find it in every man. 
We should be surprised only when we 
do not find it. This age old, universal 
appetite for property undoubtedly must 
| be founded upon man’s consciousness of 
| his needs for the means wherewith to 
| maintain himself. Then, here must lie 
| the secret of this inherent instinct and 
the value of property. 


People Have Lost 
Objective Today 


“Do we see here the true import of 
instinct and also the 
use of property as the means with which 
to satisfy the needs of mankind? 


this 
1 


strange that men have lost sight of the | 


true objective and are following the 
appetite without analysis of its origin and 
consequently, likewise without analysis, 
are buying promiscuous property to 
satisfy the appetite. In buying property 
| today, people seem completely to have 
lost sight of the fundamental problems 
of life, the terminal problems of life. 
They are buying it from habit rather 


] A 
than for cause, for the superficial 





contemplated | 


It seems | 


' 
and 


‘analyze or 


and permanent. Must it not be true that 
the need, the problem, gave birth to the 
inherent appetite? Is it any wonder, 
then, that the buying or promiscuous 
property, without regard to the terminals 
of life, brings repeated disappointments 
and undischarged responsibilities? 

“Do we, as life underwriters, see the 
full scope of our opportunity and respon- 
sibility in its application? Men do not 
compare the promiscuous 
property they buy in terms of sure deliv- 
ery at death, disability and old age. 


Something Back of 

“Good Investment” Buying 

“Why do people buy property? If we 
ask Mr. Smith why he bought the Brown 


building he will probably reply: ‘I con- 
sider it a good investment.’ If we ask 
Mr. Jones why he bought the Adams 


farm, he very probably will reply: ‘I 
consider it a good investment.” Thus 
we might proceed through the category 
of property and most of the Smiths and 
Joneses would give the same reply. 
Looking back of this reply, however, 
we will find the true suggestions and im- 
pulses that convince Mr, Smith and Mr. 
Jones that their purchases are ‘good in- 


vestments.’ Inherent appetite, desire 
for security against the future, habit, 
custom, pride of ownership, wealth, 


power, competition and accomplishment 


| temporary rather than for the substantial | of purposes—these suggestions and im- 
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“heart” in the Pilot Contract. | 
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A. W. McALISTER 
President 











_ Wewant general agents. | 
| Name your territory— | 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 
Greensboro, N. C. 


T. D. BLAIR 
Agency Mgr. 











tisement. 


for 14 years. 


ARE YOU CAPABLE 
OF HANDLING A 

GENERAL AGENCY 
IN TENNESSEE? 


If you believe you are, it will 
pay you to read this adver- 


For here is your oppor- 
tunity to represent a com- 
pany that is entered upon an 
aggressive agency develop- 
ment program AND knows 
Tennessee because 
been operating in this state 


Every man should be look- 
ing for an opportunity to ad- 
vance. This may be your op- 
portunity. Why not write? 
Address C-61, care The Na- 
tional Underwriter. 


it has 
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36 
solvency: These testimonials, this long 
array of facts, make it very hard for the 
C 7 U wR } E ee, jury to find for: ‘Will promiscuous Insurance Stock 
A A property deliver?’ The case against the © 
delivery of promiscuous property is Quotations 
aggravated and accentuated by the com- | 
mon practice of full time money makers, | . Bing: ao 7 7 
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Office 


<Widland Litt 


Insurance. Company 


Kansas City, Missouri 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 
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What Every 
Insurance Man Knows! 





The purpose of all insurance is to protect 
surplus earnings. 
Life and Accident insurance protects future 
surplus earnings. 
fire, lability, ete., pro 


Property insurance 
accumulated 


tects past surplus earnings 
wealth. 

The well-informed agent can give service on 
all lines 

The well-managed organization can under- 
write all lines. 

The Continental agent and the Continental 
organization are multiple-line in principle 
and practice. 


Continental Casualty Co. 


The Continental Assurance Co. 
HG. B. ALEXANDER, President 
CHICAGO, ILLINOIS 
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Are You Still aSub Agent? 


Ambitious and Successful Men and 
Women prefer to Build, Own and Man- 
age a business for themselves. 











++ Qumb>-- 


WHY NOT BECOME A GENERAL 
AGENT? 


Our plan provides an agreement for 
building, ownership and management of 
successful General Agencies in the states 
of ARKANSAS, LOUISIANA, TEXAS 


and OKLAHOMA. 


Quam +. 


Your communication will be treated 


with confidence. 


LOUISIANA STATE LIFE 
Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 





IRA F. ARCHER 


Superintendent of Agencies 











Central States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
IOWA TEXAS 
KANSAS UTAH 
MINNESOTA WYOMING 


o 


All Ages up to 05 
Participating and Non-Participating 
Standard and Sub-Standard 


Disability and Dou /ndemnity 


Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 























Educational Life Insurance can help to make his dreams come true 








And Travelers guaranteed low cost life insurance contracts in a variety of forms 
which fit every insurance need are making the dreams of agents come true 


THE TRAVELERS 


The Travelers Insurance Company The Travelers Indemnity Company The Travelers Fire Insurance Company 
Life L. F. BUTLER, President Fire 
Accident HARTFORD, CONNECTICUT Windstorm 


Liability, Health, Automobile, Steam Boiler, Compensation, Group, Burglary, Plate Glass, Aircraft, Machinery, Inland Marine 








